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ONE OF OUR FINEST ACHIEVEMENTS HAS 
BEEN THE ACQUIRING OF THE GOODLY 
CIRCLE OF MEN WHO ARE HAPPILY RE- 
SPONSIBLE FOR SITUIZ SALES. IPS A 
REAL FELLOWSHIP. AND WITH THE LOOM- 
ING SUCCESS OF THIS SPLENDID CAR, 
THAT FELLOWSHIP HAS BECOME AN IM- 
PORTANT AND STRATEGIC OPPORTUNITY. 
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U. S. Spring Sprayer and . 
U.S. Electro Hy-Press Greaser Engine Cleaner Model LB-4 Air Compressor Standard De Luxe Air Compressor 

















U.S. Equipment 


for Every Shop and Service 


“Requirement 











The United States Air Compressor Line includes air com- Model PSE-6 Paint Spray Unit 
: pressors ranging in capacity from % to 20 cubic feet of air 

vee per minute, air or water cooled for automatic or line shaft 

Car Washer operation. 











Twelve distinct paint spray units in both stationary and 
portable models are manufactured by The United States 
Air Compressor Company. U.S. Paint Spray Equipment 
is four times as fast as the hand brush method for the 
application of paints, varnishes, lacquers and enamels. 


The U. S. High Pressure Hydraulic Car Washer cleans cars 
quickly and gives increased profits. Exclusive patented 
vacuum breaker valve permits direct connection to city 
water lines without damage to plumbing. 





The new U. S. Electro Hy-Press Greaser is a speedy, port- 
able, self-contained, completely automatic unit for the high 
Model AW-Jr., one-gun : 
tg pressure greasing of pleasure cars, trucks or busses. Oper- 
ates from any light socket and is controlled by a switch 
near the grease hose coupler at the hand of the operator. 
Licensed by Alemite. 
VU. S. Equipment is endorsed by leading motor car 
manufacturers in shop and service manuals to dealers. 


For details on any of the equipment shown here tear 
off bottom of advertisement and write in the margin. 


The United States Air Compressor Co. 
5304 Harvard Avenue nA ‘Ms Cleveland, Ohio 


Export Dep’t: 30 Water Street, New York, U.S. A. 
Cable Address: WIDBLOCO, All Codes 


Model SA-15 Garage Compressor EQU E po he > & Model SA-14 Friction Drive 


Compressor 




















U.S. Spray Gun and errpash ine Model S A-14X Direct Inflation 
Model PSE-11 Paint Spray Unit \ j Moisture Extractor U.S. Touch Up Outfit Compressor 
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“THE WHITE COMPANY 


OFFERS A NEW AND IMPROVED 
DEALER CONTRACT 














N order to obtain the best type of dealer repre- 
sentation in important truck distributing centers, 
The White Company offers at this time a new and 
improved dealer contract. 





A White Company Dealer Contract is unusually 
attractive from a number of standpoints: 





ist—The liberal discount allowed. j and heavy-duty. Also four and six- 
® cylinder busses. , 


4th—The large number of White Trucks 
in use assure an attractive parts re- 
placement business, and an oppor- 
tunity to sell additional White equip- 
ment to present White owners. 





2nd—White Company products— 
trucks and busses—are favorably 
known throughout the world. The 
White Company is one of the oldest 
and soundest of all truck and bus 
manufacturing companies. 


§th—The White Company maintains 


3rd—The White Company manufac- 90 direct factory branches, making it 
tures a complete line of trucks and possible to give all dealers immediate 
busses. The rated capacities of the and frequent help. Convenient loca- 








seven truck models are: 1-ton,1%-ton, g tion of branches also assures quick 
144-ton, 2-ton, 2%-ton, 3 to 3'%-ton Y delivery of parts. 


A White Dealership Is a Business, Offering 
Unlimited Possibilities 














To secure further details of The Siveatne: uaten Gynvatiaan, 
' , THE WHITE COMPANY 
White Company’s new Dealer Cleveland, Ohio 
Contract use the accompanying I am interested in a White Dealer Contract. 
coupon. Please send me further details. 
Ee ee Ee Teen Eee 
THE WHITE COMPANY 
aT LC eT TR ET en Oe 
Clevel TT TE 
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ILL you continue to sell sixes against sixes 





{ or sell an eight at the price of a six...less 


than the price of many Sixes! » ~» The new 
Gardner 75, an eight-in-line priced at $1195 
with closed jobs at $1295, is tearing the six 
market wide open.® ® Gardner builds a 
complete line of eights to meet any price 
demand from $1195 to $2495. When you sell 
the Gardner you sell an eight...at a price that 
immediately puts you in a key position against 
Sixes! «The Gardner is different, distinc- 
tively different in appearance, performance 
and price. It’s the car that won the crowds at 
the shows! It will win prospects for you! And 
remember there is a Liberal Net Profit on 


every Sale or Trade in. ® @ Write us today. 


THE GARDNER MOTOR C@Q., Inc. ¢ SAINT LOUIS, U.S.A. 


GARDNER 
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WYMAN- 
ORDON 


The make of MOTOR is scarce- 
ly more important than the 
make of CRANKSHAFT. 






THE CRANKSHAFT MAKERS 
WORCESTER.MASS. 
HARVEY, ILL. 














You can judge—from this 
large illustration of the 
Lyon Tool Crib—how far 
Lyon Engineers have 
gone in the way of de- 
signing handy steel stor- 
age equipment for you 
in the automotive indus- 
try. Here ona floor space 
of three square feet there 
is safe storage for the 
more valuable tools used 
in your garage or service 
repair shop. On the thir- 
teen shelves there are 100 
compartments. Kach com- 
partment may be labeled 
to show the name and size 
of the tool stored. Slop- 
ing shelves hold the tools 
in your plain view. The 
completeness of this stor- 
age unit is typical of Lyon 
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FOREMAN’S DESK 


thoroughness all through 
the line of Lyon Steel 
Storage Equipment for 
automotive shop use. Tool 
stands, tool cabinets,work 





a 
ZI benches, shop desks, 
SVE — i tool boxes—all are 


ee | 


= designed for useful- 
ness, built to last, and 
finished to retain their 


good looks. 


Undoubtedly you can cut 
down loss and waste and 
can speedup work in your 
repair department with 
such efficient storage 
equipment. Look it over. 
Send for Lyon Bulletin 
No. 548. Lyon Metallic 
Manufacturing Company, 
Aurora, Illinois. 





TOOL CRIB 


ORAGE 


QUIPMENT 





Ore L PRODUCTS 


Steel Shelving .. . Lockers ... Cabinets . .. Counters .. . Steelart Folding Tables and ~*~" ~ 
Chairs. General Steel Storage Equipment and Steel Furniture. The Lyon name and 
trade mark attest the strength, finish, usefulness and durability of Lyon Steel Products 
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The four great lines of fine cars 
which dominate 
four great price fields 













$1985 —32250 
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THE COMMANDER 








ODAY there is a Studebaker-Erskine quality car 
within reach of every purse. Studebaker dealers 
need never losé a sale, once the prospect is in their 
showrooms. For in every major price classification 
they have cars of championship calibre to offer at 


prices lower than competition—supreme values in 
their fields. 


The new American Edition of the Erskine Six 
presents for the first time a quality car at an ex- 
tremely low price—$795 to $965 f. o. b. factory. This 
car is built of the highest quality of materials, with 
fine-car precision. A bigger, roomier, more powerful 
car — 40-miles-an-hour the day you buy it—62-miles- 
an-hour later! 


The new President Straight Eight offers the highest 
type of modern transportation—100-horsepower— 
131-inch wheelbase — 80-miles-an-hour — hydraulic 
shock absorbers—a big, impressive car comparable 
only with those in the $4,000 class. An unapproached 
value at its price, $1985 to $2250, f. o. b. factory. 


Studebaker’s Commander, World’s Champion Car, 
is the holder of all the highest endurance and speed 
records for fully equipped stock cars, regardless of 
power or price. A champion in beauty as well as in 
luxury, in value as well as in performance—$1495 
to $1695, f. o. b. factory. 


Studebaker’s Dictator, champion of its price class— 
power increased from 45 to 70 h.p. New beauty and 
luxury. The car that set a new stock car record in the 


are offered by 


THE 
STUDEBAKER 
DEALER 





$1195——#1295 
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The New American Edition of 
THE ERSKINE SIX 











price class under $1400 by traveling 24 consecutive 
hours at better than 60-miles-an-hour. A super- 
value at its low One-Profit price $1195 to $1295, 
f.o. b. factory. Read how you can become a prosper- 
ous Studebaker dealer! 


New Erskine Contract 
for towns and villages 


For small communities we offer a new and unusual 
contract. Hardly any capital is necessary. No shop 
need be operated. No used cars need be handled. If you 
wish, you need maintain only an Erskine demonstrator. 
This entitles you to sell all Studebaker-Erskine models, 
as well as a profitable line of commercial cars. Mail 
coupon—or wire direct to Dept. 51 for full information. 
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THE STUDEBAKER CORPORATION OF AMERICA 
Dept. 51, SOUTH BEND, INDIANA 


Please send me full information on the Studebaker-Erskine franchise. 





Street Addresse.......................- re 








City and State 





My present business (if selling cars now, state make) ...... 
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Illinois during Chicago Show Week 









NASH established a new 


high mark for “spot’ delivery 
orders this year at the show 


A record breaking 
ey of “hot’ prospects were 


























were sold at retail in Cook County, | | 


by Chicago Nash Co. and its dealers | | 
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New Departure 
Quality Ball Bear- 
ings in the Black 
Hawk racing car 
in Daytona Beach 
World's Speed Con- 
test 


-~and every bearing 
from stock. 


- — rolls like 
a ball, that’s why 
American motor car 
builders and rac ing 
car drivers depend 
upon New Departure 
Quality. 
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“The New Departure Manufacturing Co. 
Bristol, Connecticut 
Chicago San Francisco Detroit 
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© She Only Protection 
Agamst Side Skidding’— 


HE X-shaped cross links of rubber chains give 
the first protection ever provided against side- 
skidding of the car. 


Note how the cross links grip the road in 
four directions — they stop the side-slip of the car 
in addition to giving traction front and rear. 


Motorists are rapidly turning to Gates 
Rubber Chains for this greater safety and for these 
other definite advantages: 


1. Protection The wide rubber cross links do not bite into the 
to Tires. tread or bruise the tire — they add miles instead 
of taking them away. 


2. Longer 
Wear. 


Made of tough reinforced wear-resisting rubber 
they will in most cases outwear several sets of 
ordinary tire chains. 





3. Noiseless. The rubber cross links are as quiet running as the 


rubber tread of your tires. 


There are more than 30,000 dealers now enjoy- 
ing a profitable all-season business with Gates 


4-Way Grip Rubber Chains. 
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4.WAY GRIP 
NO SIDE SLIP 
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Compulsory Auto 
Insurance Decried 


Harmon of A.A.A. Says It 
Tends to Make Drivers 
Careless 


ACCIDENTS GAIN 


PORTLAND, ME., Feb. 21—“‘Com- 
pulsory insurance for automobile own- 
ers makes them more careless,” said 
President Russell A. Harmon, of the 
New England A.A.A. conference at its 
first meeting in Maine held here last 
night. “There is no relation between 
public safety and compulsory insur- 
ance,” he continued, “and under such 
insurance in Massachusetts there were 
nearly 8000 more non-fatal accidents in 
the first year of such insurance than 
ever before. All other states should 
await the result of such legislation in 
Massachusetts.” 

All the New England States were 
represented at the conference. F. E. 
Williams, of the New England Council, 
predicted that the recreational industry 
of New England is bound to grow rapid- 
ly through the work now being con- 
ducted through appropriations by 
various states. Secretary Paul Hines, 
of the Boston Automobile Club, talked 
on membership expansion. 

Other speakers were Secretary Frank 
H. Ballentyne, Maine State A. A.; 
Clarence C. Stetson, Bangor; President 
Charles A. Fogg, Maine State A. A.; 
A. L. T. Cummings, Maine Chamber of 
Commerce; Harris B. Coe, of Portland, 
and Secretary Arthur H. Chambers of 
the Portland Chamber of Commerce. 





Warren Heads N. Y. Group 


NEW YORK, Feb. 21—The Auto- 
mobile Merchants Association of New 
York, Ine., has elected the following 
officers for the year 1928: C. B. War- 
ren, president of the Warren-Nash Co., 
president; C. H. Larson, president of 
the Cutting-Larson Co., Peerless dis- 
tributor, first vice-president; H. Hap- 
persberg,, manager of Relay Motors 
Corp., reelected as second vice-presi- 
dent, and J. B. Hulett, Hulett Motor 
Car Co., Chandler distributor, reelected 
as secretary-treasurer. 








207 Miles Per Hour 
Made by Campbell 











DAYTONA BEACH, FLA., 
Feb. 21—Trials of the British 
entry, the Napier “Lion” en- 
gined “Bluebird,” for the 
world’s speed record showed 
an average speed of 207 
m.p.h. The run was made in 
both directions on the beach. 
Running with the wind a speed 
of 214.7971 was made. In the 
run against the wind 199.66722 
was the speed attained, mak- 
ing the average speed 206.956 
m.p.h. 

The run was not without 
thrills, for as the giant car 
crossed the wire at the end of 
the mile on its first run it 
struck a soft spot in the sand. 
While swerving violently, it 
was brought under control by 
Capt. Campbell, who then 
promptly made the return run 
in spite of the near disaster. 











Honorable Mention 
for Chilton Papers 


BOSTON, Feb. 23—Automotive In- 
dustries and Motor World Wholesale 
were awarded honorable mention in the 
Associated Business Papers 1927 con- 
test for excellence in editorial work, it 
was announced at a recent meeting of 
the National Conference of Business 
Paper Editors. 


These two Chilton Class Journal pub- 
lications were the only automotive busi- 
ness papers mentioned in the awards. 

The award to Automotive Industries 
was earned by an article, “Potential 
Market Seen for 2,000,000 Trucks on 
U. S. Farms,” by K. W. Stillman, as- 
sistant editor. The winner was Hard- 
ware and Metal magazine. 


The award to Motor World Whole- 
sale was in recognition of a series of 
articles on “Wholesale Automotive Dis- 
tribution,” by Leon F. Banigan, editor. 
The trophy was won by Electric Rail- 
way Journal. 


Moon Exports Are 
Greatly Increased 


Foreign Orders Total Fifteen 
Carloads for Month 
of January 


DEMAND GROWS 


ST. LOUIS, Feb. 23—The advent of 
the new Moon Aerotype eights and 
sixes has given a decided impetus to 
Moon sales abroad resulting in greatly 
increased orders, according to Edmund 
H. Serrano, director of exports of the 
Moon Motor Car Co. In a recent inter- 
view Mr. Serrano said: “Orders for 
January, 1928, from our foreign dis- 
tributors show a 49 per cent increase 
over the same period of last year. This 
increase, which may be attributed to 
Moon’s new Franco-Italian body de- 
signs and aeroplane mechanical fea- 
tures, is indeed encouraging and sig- 
nificant as it shows how rapidly the 
demand for Moon automobiles, made in 
St. Louis, is growing in foreign lands.” 

A recent report from the automotive 
division of the U. S. Department of 
Commerce shows that exports of Amer- 
ican automobiles increased 20.3 per 
cent in 1927 over 1926. These facts, 
Mr. Serrano points out, are highly sig- 
nificant and indicate in an emphatic 
manner what a tremendous potential 
market there is abroad for American 
cars. 

The majority of the January orders 
for Moon cars, which total 60 automo- 
biles or 15 carloads, are for immediate 
delivery and most of the cars have al- 
ready been shipped. 








‘Joins Graham-Paige Co. 

DETROIT, Feb. 21—John M. Bon- 
bright, formerly of the advertising de- 
partment of the Paige-Detroit Motor 
Car Co., has joined the advertising 
staff of the Graham-Paige Motors 
Corp. Mr. Bonbright, who is well 
known in automotive advertising cir- 
cles, went abroad last April, taking his 
own car with him and driving 16,600 
miles through nine European countries. 

Before his automotive experience he 
was associated with the Philadelphia 
North American. 
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Kissel Adds Six 


to Funeral Line 


eee 


Combination Hearse - Ambu- 
lance, Service Car Among 


New Models 


HARTFORD, WIS., Feb. 21—Great- 
ly encouraged with the reception ac- 
corded the National-Kissel line of 
funeral cars last November, the Kissel 
Motor Car Co. now announces the ad- 
dition of six new models to their line 
of cars offered the funeral director 
trade. 

The new addition includes a line of 
six-cylinder models known as Model 
6-54 and embodies the funeral car, com- 
bination funeral car and ambulance and 
service car. These are mounted upon 
a chassis of 145-in. wheelbase. The 
bodies of this new series are practically 
the same size as the larger de luxe line 
of National-Kissel funeral cars, but the 
motor and chasses are slightly smaller. 


New Eight Series Also 


A new series of eights is also an- 
nounced and featured as Model 8-74. 
This series likewise includes the funeral 
car, combination funeral car and am- 
bulance and service car, and has a 
wheelbase of 152 in. The power for 
these new models is furnished by Kissel 
custom-built motors, and the entire car 
is built as one complete unit in the 
Kissel factories at Hartford, Wis. 


In commenting on these new addi- 
tions to the National-Kissel line, Presi- 
dent G. A. Kissel states that these new 
models were designed to give the 
smaller funeral directors quality cars 
at prices within their means. 

National-Kissel funeral cars are dis- 
tributed entirely through the _ sales 
organization of the National Casket 
Co., which operate factories and sales- 
rooms in 25 cities. 


W.S. Bellows With 
Chain Products Co. 


CLEVELAND, Feb. 18—After an ab- 
sence of several years Warren S. Bel- 
lows has returned to the automotive 
field, as manager of the Hodell tire 
chain division of the Chain Products 
Co., manufacturer of a complete line 
of tire chains and accessories, including 
a special patented merchandising and 
service unit, the Hodell Sales and Serv- 
ice Station. 

Mr. Bellows was formerly owner and 
manager of Walden-Worcester, Inc., 
a pioneer in the wire handle socket 
wrench business. 





Long Island Ford Plant 


Will Do Custom Painting 
NEW YORK, Feb. 21—Ford Motor 
Co. has undertaken to do custom paint- 
ing jobs on all cars at the Long Island 
City plant. This plan is a result of 
the favorable reception accorded re- 
painting jobs on Lincoln cars. 
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John Willys Heads 


Sales Corporation 


Car Manufacturer is Named 
Chairman of Stearns- 


Knight Board 


TOLEDO, Feb. 18—John N. Willys, 
who has been closely identified with the 
development of the Knight sleeve-valve 
motor in this country since it first made 
its appearance here, was recently elect- 
ed chairman of the board of directors 
of the Stearns-Knight Sales Corp., ac- 
cording to a statement given out today 
by H. J. Leonard, president. 

The Stearns-Knight Sales Corp. was 
organized late in 1927 to direct the 
sales of Stearns-Knight cars built by 
the F. B. Stearns Co. of Cleveland, 
Ohio. 

This links the leading exponent of 
the Knight motor with the oldest pro- 
ducer of this type of powerplant in this 
country, the Stearns-Knight having 
started 18 years ago. 

Two years ago, when control of the 
F. B. Stearns Co. was acquired by new 
financial interests, Mr. Willys was the 
most prominent of the men in the 
group who started the financial recon- 
struction of the company. 


Steady Advance Shown 


During the past two years the prog- 
ress of the manufacturing organization 
has been marked by steady advance- 
ment. 











THe D. E. 1., we suppose, stands for Dutch East Indies, so you see these Studebakers are more than a few miles from 


home. 


Verwey & Lugard are the proprietors of this modern service station. 
in the picture is strictly modern, in fact the whole layout is particularly up-to-date 


You are invited to note that even the pump 
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A Broadway Used Car Window 


U/ ppERcU CADILLAC CORP., of New York, sends us this picture of the company’s display at its Sixty-third St. 
used car showroom. The car is a model “A”. We realize that it is old when we recall that they ran out of letters years 
ago and had to start numbering the models. The lady horse driver, as usual, is hogging the road 

















Johnson Takes on Willys 
for Rocky Mts. Territory 


DENVER, Feb. 15—E. J. Johnson, 
one of the oldest and best known auto- 
mobile dealers in this territory, has 
taken over the wholesale and retail dis- 
tributing agency of the Willys-Over- 
land Co. for the Rocky Mountain 
region. He has large property holdings 
in this city. 


Plan Big Airship Line 

WASHINGTON, Feb. 21—Belief that 
a line of dirigibles to ply between Lon- 
don and New York is practicable and 
feasible was expressed at the White 
House this week by a spokesman for 
the president. So “sold” is the pres- 
ident on the idea that he has asked 
Secretary of Commerce Herbert 
Hoover to investigate the plan now 
being formulated and to extend any 
assistance to the American interests 
in the project that may be necessary. 

The announcement was made at the 
White House after the president was 
apprised of the fact that one of these 
airships already has been constructed 
to carry 100 passengers and make the 


passage from London to New York 
in 388 hours. The Navy Department 
has announced that it will permit the 
use of its mooring masts. 





Brunner Made Manager 


of Cleveland Peerless 
CLEVELAND, Feb. 20—Edward C. 
Brunner, whose list of friends is almost 
synonymous with the list of automobile 
owners in this city, has been appointed 
manager of the Cleveland branch of the 
Peerless Motor Car Corp. Ed has been 
selling automobiles to the discerning 
people of Cleveland since 1912, when he 
started electrifying the town with the 
product of the Baker, Rauch & Lang 
Co. He went with Peerless seven years 
later. 


Frank Osbourne Advanced 


PHILADELPHIA, Feb. 20—Frank 
Osbourne has been appointed general 
manager of the Watson Stabilator Co., 
succeeding William C. Wright, resigned. 

Frank takes with him to the job a 
knowledge of the needs of the Phila- 
Gelphia distributing organization ac- 
quired during several years’ experience 
as office manager. 





Hunt Rubber Supply in 
Everglades of Florida 

NEW YORK, Feb. 18—Exploration 
of the Florida Everglades as a possible 
domestic source for rubber is being 
planned by Thomas A. Edison, who is 
now at Fort Myers, Fla. 

Dr. John K. Small of the New York 
Botanical Garden is cooperating with 
Mr. Edison, particularly in the study 
of ferns as a possible source of rubber. 
Over 110 varieties of ferns and allied 
plants grow naturally in Florida, ac- 
cording to Dr. Small, and these are 
being analyzed by Mr. Edison for their 
rubber content. 


Marmon Advances Harding 

CHICAGO, Feb. 21—Sam V. Hard- 
ing, associated with the Marmon Motor 
Car Co. in a sales capacity for the 
last eight years, has been appointed 
regional manager for the northwest 
and central west territory, it has been 
announced by H. H. Brooks, Marmon 
general sales director. Mr. Harding 
has assumed his new duties at the Mar- 
mon regional sales headquarters at 520 
McCormick Building. 
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Buicr’s reputation for reliability has won it an unusual job on the lines of 

the Northern Pacific Railway Co., where this specially-adapted Buick sedan 

is doing duty as an inspection car. Northern Pacific officials express themselves 
as “tremendously pleased” with the success of the innovation 





Willys’ Production 
25,000 for Month 


SAN FRANCISCO, Feb. 20—Pro- 
duction by Willys-Overland Co. will 
reach 25,000 in February and will ap- 
proximate 40,000 in March, John N. 
Willys, president, said here en route 
for a two weeks’ visit to Honolulu. 
Produetion of Whippets will run 65 to 
75 per cent of the total production, he 
said. 

On his return from Honolulu Mr. 
Willys will determine the site of the 
projected California assembly plant 
which is to have a capacity of 125 cars 
a day. 


+ 


Hambly of Marmon Sails 

on Extended Foreign Tour 

INDIANAPOLIS, Feb. 21—Frank L. 
Hambly, export manager of Marmon 
Motor Car Co., has departed for a two 
months’ trip abroad to facilitate dis- 
tribution of shipments of Marmon 
straight-eights to European dealers. 

He will make a complete tour of Eng- 
land, Germany, Switzerland, Spain, 
Italy, Austria and Czecho-Slovakia. 





Roof Offers Race Prize 

ANDERSON, IND., Feb. 24—For the 
purpose of stimulating amateur racing, 
the R. & R. Mfg. Co. has put up a 
sterling silver cup, known as _ the 
R. & R. grand trophy. In addition to 
this the winner will also be awarded a 
cash prize of $150 to be paid in six 
monthly instalments of $25 each. The 
contest opens on April 1 and will close 
on Oct. 31 with the prizes to be awarded 


on the morning of Thanksgiving Day. 

Those eligible to compete for the 
R. & R. trophy are those who are using 
the R. & R. cylinder head. Every owner 
of a racing car using one of these 
cylinder heads, upon registering the 
number of his head with the R. & R. 
Mfg. Co., Anderson, Ind., will receive 
entry blanks. ' 


Seeks Special Fund to 


Replace Destroyed Roads 


WASHINGTON, Feb. 22—A special 
fund of $2,650,000 is asked for under 
the terms of a bill (H R 9767) intro- 
duced in the house by Rep. Gibson of 
Vermont, for reconstruction of Ver- 
mont highways destroyed by the recent 
flood. Before the house committee on 
roads Mr. Gibson testified that the total 
damage by flood averaged a per capita 
loss of $70.21. The per capita flood 
damage to highways and bridges was 


$20.93, he said. Damage per mile of © 


road, averaging for the 15,000 miles of 
highways within the state, came to 
$495.14. 





Ek. I. Musselman 

Mr. E. I. Musselman, father of C. A. 
Musselman, president of the Chilton 
Class Journal Company, died suddenly 
on Saturday, February 18th, in Phila- 
delphia. He was in his eighty-fifth 
year. 

For many years, Mr. Musselman was 
a member of the firm of George De B. 
Keim, a wholesale saddlery and hard- 
ware company.. During the latter years 
of his life, he was connected with the 
Chilton Class Journal Co. 


Motor Ade 


What Becomes of 
Old Automobiles 


Not All Are Junked; Many 
Used as Powerplants of 
Various Kinds 


FLINT, MICH., Feb. 23—What be- 
comes of all automobiles? 

This is the question which arises 
naturally in many minds, in response 
to the news that the automotive indus- 
try is tuning up in anticipation of a 
record-shattering production in 1928. 
Obviously, a certain proportion of the 
three or four million cars built in this 
country each year go to replace ve- 
hicles which have passed out of service 
as such. It is equally certain that not 
all of the replaced cars have been 
junked. But where, then, are they? 

This is the question asked of A. B. 
Batterson, director of advertising for 
the Buick Motor Co. Mr. Batterson 
answered that while he could speak 
only for Buick, the files of the Buick 
Bulletin contained hundreds of photo- 
graphs showing these cars making good 
in lines outside ordinary highway 
transportation. 

“In the first place, fully three-quar- 
ters of all the two million Buicks which 
have been built are still in service as 
motor cars,” said Mr. Batterson. “Of 
those which are not, hundreds have 
been converted into powerplants of 
various sorts. Some are running saw- 
mills, some operate pumping outfits, 
some are in marine use, and many 
more find useful employment in various 
phases of construction work. 

“We recently issued through our 
news service a picture of a Buick sedan 
which the Northern Pacific lines had 
transformed into a ‘locomotive’ by sub- 
stituting steel flanges for the rubber 
tires. Since then, we find that this is 





not unique. C. Baldwin, superintendent 


of the Columbus Division of the Cen- 
tral of Georgia Railway, has sent us a 
photograph of himself and the con- 
verted Buick which he uses for inspec- 
tion work. It enables him to keep close 
supervision over his trackage at a frac- 
tion of the cost of steam equipment. 
“These are only a few of the unusual 
jobs which Buick’s reputation for 
power and stamina have suggested to 
users in various parts of the world.” 





Neill-Buick Advances ‘Two 

BALTIMORE, Feb. 19—B. M. Lewis 
has been made sales manager for the 
Neill-Buick Co., Baltimore. He is vice- 
president of the company. H. L. Need- 
ham, has been appointed manager of 
the used car department. 
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Flying Problems 
Nearing Solution 


—_——— — 


Guggenheim Fund Announce- 
ment Shows Progress 
of Aviation 





NEW YORK, Feb. 20—The funda- 

mental remaining problems of aero- 
nauties will be solved within this gen- 
eration, according to the report of the 
Daniel Guggenheim Fund for the Pro- 
motion of Aeronautics covering the 
vears of 1926 and 1927. 
‘The report mentions the posting of 
prizes aggregating $150,000 for the 
Safe Aircraft Competition, the estab- 
lishment of a meteorological committee 
in Washington, with a view toward 
obtaining more complete weather infor- 
mation and making it available for 
commercial aviation and the appropria- 
tion of $808,000 for general public edu- 
cation in aviation. 

The fund has also authorized an 
equipment loan for the purchase of 
three multi-engined passenger planes, 
to be operated over a model airway be- 
tween Los Angeles and San Francisco. 

Two nation-wide tours, one by Com- 
mander Richard E. Byrd in 1926, and 
the other by Colonel Charles A. Lind- 
bergh in 1927, were financed by the 
fund and resulted in increased popular 
interest in aviation, and growth in the 
use of air mail. | 

In conclusion, the report looks for a 
much closer relation between nations 
as a result of flying. 





Peoria Show Attendance 


Increases 135 Per Cent 
PEORIA, ILL., Feb. 18—With an 
increase of 135 per cent in cash door 
admissions the Peoria Automotive 
Show has just closed after a five-day 
run. Prior to this year the show has 
been a 50-cent admission event, but this 
year it was decided to try a 25-cent 
charge at the door. 

Twenty-seven makes of cars were 
exhibited and 10 accessory and service 
firms, five of them jobbers, had booths. 

The Peoria show is unique in respect 
to its method of operation, as commit- 
tees actively serving, do the planning 
and much of the administrative work. 





Coast Plant Adds Territory 

SAN FRANCISCO, Feb. 23—Utah 
and Idaho have been added to the ter- 
ritory to be supplied with Star and 
Durant cars from the plant in Oakland, 
according to announcement by Norman 


De Vaux, general manager of Durant 
Motors in the West. 








$200,000 a Year 
or Salesmanship 


Made Easy 


ee 


Lesson No. 12. Organization 














Organization 


MooRE HOOEY, the man at 
the right, is a salesman for a 
fire extinguisher maker. He 
was not doing so well. Al- 
though our advice was _ not 
asked, we immediately sprang 
to his assistance. 

“You need organization,” we 
told him. “You’re trying to 
do three things—watch for 
fires to practice on, demon- 
strate the extinguisher and sell 
it. No man can do three things 
at once.” The upshot of our let- 
ter was the hiring of a night 
watchman to hunt fires to ex- 
tinguish, and a _ greaser to 
demonstrate the device, leav- 
ing Mr. Hooey with no re- 
sponsibility except to sell. And 
was he grateful for our advice? 
Listen to his letter: “I at- 
tribute my success solely to 
hard work and clean living,” 
he writes, in answer to ours of 
the fifteenth. “Anything I 
got, I got by my own efforts.” 











Dodge Advances Two 

DETROIT, Feb. 23—William Huf- 
stader has been named director of used 
ear sales of Dodge Brothers, Inc., suc- 
ceeding J. W. Hutchins, who has been 
promoted to be director of district 
supervisors. 

Mr. Hufstader returns to the factory 
in Detroit after a year in the field at 
St. Louis for Dodge Brothers. Pre- 
vious to joining Dodge Brothers he was 
associated for some time with the Flint 
Motor Co. 
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Chevrolet Output 
Totals Increased 


ee 


Production is Stepped-Up Six 
Times During Month 
of January 


DETROIT, Feb. 20—Chevrolet man- 
ufactured 91,584 units in January, a 
new record for the month it was an- 
nounced today by the president, W. S. 
Knudsen. Mr. Knudsen expressed a 
belief that the tentative production 
schedule of 112,475 for February will 
be exceeded. He also stated that Chev- 
rolet plans to build more than 127,000 
units in March, which will establish a 
new all-time monthly record for the 
manufacturing of gear shift cars. 

January production last year totaled 
73,676 cars and trucks, and January, 
1926, was 46,437 units. In February, 
1927, Chevrolet made 85,000 units. 

According to R. H. Grant, vice-presi- 
dent in charge of sales, more than 
125,000 units were sold for delivery at 
retail in the United States to date. Mr. 
Grant expressed his confidence that 
Chevrolet sales will total at least a 
million automobiles this year. 

The seven assembly plants of Chev- 
rolet located at various points through- 
out the country are on peak production 
schedules to carry out the program. 
Another assembly plant of production 
capacity of 350 cars per day will get 
into full swing within the next few 
weeks at Atlanta. 

Some idea of how the Chevrolet car 
is going over this year is indicated in 
the fact that production was stepped-up 
six times during January. 





Lawrence Leaves for Tour 


of Latin American Cities 

NEW YORK, Feb. 21—J. V. Law- 
rence of the Foreign Trades Committee 
of the National Automobile Chamber of 
Commerce, sailed Saturday on the S. S. 
Siboney for a tour of Latin American 
countries, where he will lecture on 
motor transportation. 

His first stop will be at the Second 
Cuban Highway Transport Congress, 
after which he will visit Mexico, Guate- 
mala, Honduras, Nicaragua, Costa 
Rica, Panama, Colombia and Venezuela. 





Henderson Forms Company 

NEW YORK, Feb. 19—F. R. Hen- 
derson, president of the Rubber Ex- 
change of New York and formerly head 
of Henderson, Helm & Co., has an- 
nounced the organization of a new com- 


pany under the title of F. R. Hender- 
son Corp. 
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L. A. Car Dealers 
Conduct Campaign 


Urge Motorists to Go to An 
Authorized Station for 
Wheel Aligning 


LOS ANGELES, Feb. 18—The Los 
Angeles Motor Car Dealers’ Associa- 
tion, as a body, recently conducted an 
extensive newspaper advertising cam- 
paign urging motorists to “permit only 
an authorized factory representative to 
bend the axles or steering gear or 
change the wheel alignment of your 
motor car.” The campaign aroused 
considerable comment among the trade 
because it was the first time the deal- 
ers association has made an open decla- 
ration directly opposing methods used 
by automotive maintenance specialists. 

Several organizations in Los Angeles 
specializing in the correction of prema- 
ture tire wear and providing easy 
steering have developed an increasingly 
large volume of business. The methods 
used by these specialty plants are of 
considerable variance, one of the lead- 
ing concerns using heat in adjusting 
the axle, while the largest firm in this 
field vigorously opposes heat and bends 
the axles co:d. Cold bending, it is de- 
clared, is specifically approved by lead- 
ing axle manufacturers. 

“Because tires wear from. other 
causes — principally underinflation — 
there has been an increasing practice 
urged upon motorists to endeavor to 
correct tire wear by bending axles,” says 
the dealers’ announcement. “This, mo- 
tor car engineers point out, is not only 
wrong but dangerous. The practice of 
bending axles is deemed so dangerous 
by some of the manufacturers that they 
immediately remove the guarantee 
from any car so treated.” 

While the dealers association flatly 
opposes bending of the front axle to 
prevent premature tire wear and diffi- 
cult steering, it is noted that the spe- 
cialty shops find substantial support 
for their methods from many of the 
larger fleet operators. Several promi- 
nent Los Angeles fleet operators, at a 
recent meeting, declared they found 
that the only certain way to correct 
faulty tire wear was by adjusting 
the front axle. However, the cold bend- 
ing was emphasized as the safe method 
to use. 





Reo Declares Extra Divi. 

NEW YORK, Feb. 21—Reo Motor 
Car Co. has declared a regular quar- 
terly dividend of 20 cents and an extra 
dividend of 20 cents payable April 2 
to stockholders of record March 9. 


Motor Age 





By Sherman Swift 


“Beautiful old car with interesting history, sell cheap to settle estate. 
Call 564, rear of Arch Blvd., ask for caretaker.” 


I AM particularly good fish for bait of that kind and I did not delay answering 

the advertisement. The place mentioned proved to be a big, old-fashioned es- 
tate, of the fast disappearing type that one associates more with great wealth 
than with good taste. Instead of a garage at the rear of the unoccupied man- 
sion, there was a low English-looking stable of old grey brick; one of the kind 
that is covered with vines and from the double door of which one expects at any 
moment to see a lackey or varlet burst forth hanging to the bits of a highly bred 
and nervous horse. But the horses had long since departed this stable; the 
vines, half of them dead, were hanging in disorder and the driveway was crum- 
bling with great age. 


f N response to my knock a middle-aged man of the sporting-print coach- 

man type came to the door. He was a rather likable sort and un- 
usually civil. In response to my question he rolled back the big doors 
and I saw, sitting alone in solitary grandeur, the strangest looking auto- 
mobile I ever set my eyes on. The wheels were over-large, the hubs were 
massive, filigreed brass knobs, and the windshield, framed with wood and 
braced with long brass rods, stretched upward for about four feet. The 
enclosed body—three pounds lighter than a box car—was almost too large 
for the chassis, if such a thing could be possible. The doors, hung on mas- 
sive brass hinges, were every bit as big as those of the modern house; the 
windows were divided into two panes at the top and the horn of a loud 
speaker protruded from the rear of the chauffeur’s seat.. The upholstery, 
deep as a bed, appeared to be sole leather, and a short person would have 
had difficulty in touching the floor with his toes. Lamps with round bel- 
lies built to hold a pint of gasoline were attached to the mahogany dash. 


4 Jurviy the car, sir,” announced the coachman impressively, much as though 
he were a butler announcing no one of lesser importance than the Duke 
of York. “’Andsome, ain’t it, sir? 
built special, sir.” 

“Some time ago, of course,” I ventured. 


“’Ow yes, sir. We brought it across just before Mr. ’Urd died, sir. Of his 
kidneys. It ain’t been runned a mile since that time. I’ve kept the engine 
limbered up, but the 3000 miles you see on the speedometer is all it’s ever been 
driven. Good for years, sir. An’ the price is attractive; $2,000 ’ll take ’er.” 


“She hasn’t even a self starter, has she?” I asked. 


“’Ow no, sir,” answered the coachman, deprecatingly.. “She don’t need but 
the two. fingers of your ’and to start ’er, sir. And you don’t be bothered with 
batteries and so on.” 


“What’s the history referred to in the advertisement?” I asked. 


The coachman looked mysterious. Leaning towards me, he said, impres- 
sively, “T’ll tell you, sir,” he said, speaking softly, “that car was owned and rode 
in personal by the Kaiser. Of Germany, I mean. Of course. Mr. ’Urd got it 
at private sale, just before the war started. Would you be interested in acquir- 
ing it sir?” 

“No,” I answered shortly and turned to go. 


“A car as was rode in by the Kaiser ain’t found every day, sir,” entreated 
the chauffeur. 


“No,” I said definitely. “If it were anyone but the Kaiser I might be inter- 
ested. Intentionally or otherwise he wasted a couple of years of my life. So, 
I’m not particularly interested in him or his chariot.” 


We were, by that time, walking slowly towards the door. Just before we 
reached it I heard the sound of a car being driven into the yard. A voice from 
outside hailed the coachman; “Hey Jo, where’ll I park this other relic?” 


A great light dawned on what remains of my consciousness. The coach- 


man appeared to be confused. “That one,” I said sneeringly, “will probably be 
listed as the very car that the Czar of Russia used when he fled the country.” 


The foregoing is no mere flight of fancy. It actually happened and from 
what the “coachman” told me, under the urge of a dollar bill, the whole thing 
is a “racket” of recent origin, devised by a smooth New Yorker as a new and 
successful way of adding extra ciphers to the prices of aristocratic-looking old 
cars. Give him credit for being smart. 


I’m just telling you boys about it so you won’t, by mistake, take one of these 
things in trade at too fancy a figure. 


The chassis is an Italia and the body was 














ee ee ed oe ee ee ee ee 








ol 





February 23, 1928 


Wholesalers Will 
Study Conditions 


National Conference Adopts 
Plan at Washington 
Convention 


WASHINGTON, Feb. 22—A _pro- 
gram for study of the functions and 
practices of the wholesaler, and of the 
abuses connected with wholesaling, was 
laid down at the National Wholesale 
Conference held here under the domes- 
tic distribution department of the 
Chamber of Commerce of the United 
States. Permanent committees are to 
be organized to collect information of 
value to the wholesaler, and the results 
of investigations will be presented at 
later meetings of the entire group. 


250 Attended Meetings 


About 250 wholesalers and represen- 
tatives of trade associations were pres- 
ent, several of whom were concerned 
with the automotive trade, including 
Harry G. Moock, Greater Market De- 
velopment, Automotive Equipment As- 
sociation; F. B. Caswell, Champion 
Spark Plug Co.; N. Field Ozburn, past 
president, A.E.A.; John J. Hall, zone 
manager, G.M.D., and several leading 
wholesalers. 

O. H. Cheney, vice-president, Amer- 
ican Exchange Irving Trust Co., de- 
clared that although wholesaling would 
always be an essential part of the dis- 
tribution system of the country, whole- 
salers must give study to means of 
adapting themselves to changes in the 
conditions of distribution and new 
forms of distribution. 











Rates “D.M.” Degree 














R. H. Collins, D. M. 


(Doctor of Merchandising) 


EVIDENCE aplenty of the 
stability of automobile selling 
as a profitable business is con- 
tained in the announcement 
that R. H. Collins has become 
Cadillac-LaSalle distributor in 
Oregon, following the recent 
appointment of his three sons 
as Oakland-Pontiac dealers in 
Portland and Seattle. 

R. H. was formerly vice- 
president of General Motors 
Corp., president and general 
manager of the Cadillac Motor 
Car Co., president and gen- 
eral manager of the Peerless 
Motor Car Corp. and general 
sales manager of Buick Motor 
Co. where he earned the 
sobriquet of “Trainload” Col- 
lins. 
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Ayres Sees Good 
Trade Era Ahead 


Calls Attention to Keen Com- 
petition and Narrow 
Profit Margins 





CLEVELAND, Feb. 21— Improve- 
ment in the automobile industry for 
the first month of the year has kept 
pace with that in the steel industry, 
Col. Leonard P. Ayres of the Cleveland 
Trust Co., reports in his February busi- 
ness bulletin. 

“Tf the old barometer, the blast fur- 
nace, is holding true to form, January 
marked the beginning of business re- 
covery,” he said. “Sixteen blast fur- 
naces were brought back into produc- 
tion during the month. 


Car Industry Improves 


“In the automotive industry the 
improvement is almost as marked. 
Production of cars and trucks in Janu- 
ary was nearly 70 per cent greater 
than it was in December, and almost 
20 per cent greater than the output of 
the same firms in January, 1927. 

“The total figures are not notably 
large, however, because the great Ford 
plants are still producing on a most 
restricted basis. The year is starting 
off fairly well for the industry, with 
production increasing rapid:y, but with 
competition keen, and with profit mar- 
gins probably pretty narrow for most 
of the companies. 

“It is as yet too early in the year 
to reach well founded conclusion as to 
the prospects for most of the other 
fundamental industries.” 





How It Looks From the Air 


THs airplane view shows the main plants of the Champion Spark Plug Co., at Toledo, Ohio. The left half of the largest 
building is the addition completed a few months ago which practically doubled the company’s productive output of finished 
Spark plugs. In addition to its Toledo plant, the company also operates a core plant in Detroit, where all cores for 
Champion Spark Plugs are made, and a Canadian plant in Windsor, Ont., where its production for Canada and several 
overseas mations is turned out 
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Durant Production 
is Nearly Doubled 


Output Now 500 Daily With 
Big Increase Scheduled 
for Near Future 





NEW YORK, Feb. 23—T. S. John- 
ston, assistant to W. C. Durant, an- 
nounces that starting Feb. 20, a second 
assembly line was put into operation 
in the mammoth Elizabeth, N. J., plant 
of Durant Motors, Inc., bringing an in- 
crease of production to 500 cars daily. 
As fast as material can be obtained 
production will be stepped up further. 

It is anticipated that the first of 
March will mark the commencement of 
operation on the third assembly line 
which will add 250 more cars to the 
daily output. Plans are also under way 
for the installation of a fourth assem- 
bly line, giving this plant a total pro- 
duction of 1000 or more cars daily. 

Only in a plant of this size, said to 
be the largest under one roof in the 
automotive industry, could four assem- 
bly lines abreast, each 1000 ft. long, 
be contemplated. The assembly, how- 
ever, requires less than half of the 
48 acres of floor space in this enormous 
plant, the remainder being used for 
body building and all other contributory 
production. 





Made His Own Plates 
DELAWARE, OHIO, Feb. 20—A 
resident of this city was recently ar- 


rested and fined on the charge of using. 


a fictitious set of number plates on his 
ear. The man obtained 1927 number 
plates and ingeniously painted out the 
gray background with a shade of blue, 
tracing the raised letters in white. 





In Like a Lion 


It is a common hope at this 
time of the year that March 
come in like a lion so that, ac- 
cording to the _ well-known 
superstition, it may go out like 
a lamb amid popular rejoicing. 
In order to spare our read- 
ers any seasonal disappoint- 
ment, we have arranged for at 
least one thing to come in like 
a lion—that’s next week’s is- 
sue of MoTorR AGE. Some 
soothing roaring will be done 
with the following articles: 


A Business Builder Some 
Dealers Overlook. 

Promises Are Made to Be 
Kept. 

Baiting the Window to 
Catch Customers. 

And a couple surprise pack- 

ages. 

However, it is simple justice 
to warn you that you will be 
sorely disappointed if you ex- 
pect MoToR AGE, after coming 
in like a lion, to go out like a 
lamb. 











Delfel-Jones Gets Auburn 

PORTLAND, ORE., Feb. 22—Delfel- 
Jones Service, Inc., have been named 
Oregon distributor for Auburn. This 
company was organized a year ago as 
a financing organization and _ estab- 
lished a complete service shop Nov. 1, 
which provides expert service. 

Officers of the Delfel-Jones, Inc., are 
Howard C. Jones, president; Charles 
W. ODelfel, secretary-treasurer, and 
Jennie Delfel, vice-president. 


Motor Age 


Forbids Erection 
of Traffic Signs 


Hancock, Maryland Town, 
Wants Motorists to Stop 
and Ask Questions 


BALTIMORE, Feb. 21—For the first 
time, a town in Maryland has refused 
to grant permission to the State Roads 
Commission to erect traffic signs and 
shields within its corporate limits. 
This action has been taken by the offi- 
cials of Hancock, who listed several] 
reasons why they would not permit the 
signs. It was claimed that when mo- 
torists stopped to ask directions and 
distances it is of greater benefit to the 
town; the shields do not give distances, 
which most motorists want; the shields 
bear “Maryland—uU. S. 50,” ete., and 
the officials want to know if the State 
Roads Commission undertakes to fur- 
nish interpreters at each shield so they 
can read intelligently; many signs now 
in use are of little practical benefit; 
the officials want to know why the 
money spent for signs, etc., is not spent 
to put concrete shoulders on the roads; 
under the increased speed allowed under 
the law motorists would have to stop 
or slow down to read the signs; all 
signs are expensive. 

John N. Mackall, chairman and chief 
engineer of the state roads commission, 
has replied to the town officials and ex- 
pressed the hope that they will recon- 
sider their action. 








Am. Chain Dividend 
BRIDGEPORT, CONN.,. Feb. 21— 
American Chain Co. has declared a 
regular quarterly dividend on preferred 
stock of $1.75, payable April 2. 





What’s 





Coming in Motordom 








SHOWS 

Automotive Equipment Ass'n, Coli- 

Cer pstcesesceaaea Oct. 22-27 
ey Ce Pe. sciceuceseceoeee March 8-12 
*Boston, Mechanics Bldg. ...... March 10-17 
Casper, Wyo., Arkeon Dancing 

See per March 5-8 
COOP Gieee, ORS oc cccoscsess April 4-7 
Ph [EE 600000<ss+«es Feb. 25-March 1 
Denver, Auditorium ...... Feb. 27-March 3 
Evansville, Ind., Coliseum, Feb. 26-March 3 
Ole CORE, BOMB .cccccveses March 10-17 


Hackensack, N. J., Arcola Auditorium, 
Feb. 27-March 4 


Saginaw, Mich. ......... Feb. 29-March 3 
Salon, Automobile Salon, Inc., Palace 
Hotel, San Francisco..Feb. 25-March 3 
San Bernardino, Cal., National Orange 
i i Feb. 16-26 
ee Bee, GS, oe cccvecensees March 10-15 
Sioux Falls, S. Dak., Coliseum.March 28-31 
Springfield, Ill., State Arsenal..March 7-10 
Springfield, Mass., Municipal Audi- 
Dt. cc nenitecekeh eee Feb. 27-March 3 
*Tampa, Fla., Davis Island Coliseum, 
March 29-April 5 


CONVENTIONS 





Automotive Equipment Ass’n, Coliseum, 
Chicago Oct. 22-27 
Automotive Service Association of New 


York, Annual Banquet, Hotel 
GE 408 0a800eeese oes beeen enw March 8 
New Jersey Automotive Trade Ass'n, 
re May 8 
Society of Automotive Engineers, | 
Chateau Frontenac, Quebec.June 26-29 


Texas Automotive Dealers’ Association, 
Gunter Hotel, San Antonio..April 16-17 


Hornell, N. Y., State Armory....March 5-10 Automotive Equipment Association, 
Johnstown, Pa., ee, ili Grand Hotel, Mackinac iatand. — RACES 
eb. 27-Marc une 10-16 i ..May 5 
Kinston, N. C. .......ceeee eee ee. April 9-13 Atlantic City, N. J. ......-..e++sss : - 2 
Di Se cc canetevoneesinae March 3-11 EE: 8 6.0000: 60600:6060600000600004% une 
Quebec, Can., Drill Hall....Feb. 25-March 3 *Will have special shop equipment exhibit. Indianapolis ................eeeeeee: May 30 
es 








May 3— Sales and Service Reference Number —Motor Age. 
June 23—Engineering Issue—A utomotive Industries. 
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New Truck Line 
Knight Engined 


TOLEDO, Feb. 19—Announcement 
of a line of Knight-engined motor 
trucks ranging from 1 to 2% tons is 
made today by Willys-Overland, Inc. 

Seven-bearing sleeve-valve engines 
equipped with thermostats and recti- 
fiers are employed in this new line of 
seven commercial models. Internal four- 
wheel brakes and pneumatic tires are 
standard equipment, and complete elec- 
trical equipment is included. 

All models are available in two 
wheelbase lengths with the exception 
of the 1-ton series which is offered in 
a standard length. 





May Use Letters Instead 
of Numbers in California 
SAN FRANCISCO, Feb. 23 — The 
state department of motor vehicles is 
considering the substitution of letters 
for numbers in the numbering of 
license plates on automobiles in this 
state. The idea was presented by 
Franklin B. Morse, who has formulated 
a three-letter system of pronounceable 
names in combinations above the 2,000,- 
000 mark. 
Mr. Morse claims that it would be 


























RALPH TEMPLE 
& AUSTRIAN CO. 


AGENTS FOR THE 
STATE OF ILLINOIS 


293 Wabash Avenue, 
Chicago. 


So 


much easier for the average person to 
remember two three-letter words, or one 
four and one three-letter word than it is 
to fix the numbers in the memory. As 
an example, the number 990-977 becomes 
“Wig-Wag”; 999,999 is “You-You.” 





Coast-to-Coast Bus Line 


Soon to be in Operation 
DETROIT, Feb. 20—Plans for the 
first trans-continental bus route in the 
United States extending from Phila- 
delphia to the Pacific Coast have been 
completed. The line will operate more 
than 400 buses over 50,000 miles of 
highway and will link more than 1000 
cities, towns and communities. The 
new line resulted from the merger of 
the Pickwick Corp. and the Greyhound 
bus system. 

Fares on the trans-continental bus 
system will be a trifle more than one- 
third of the existing rail rates, but 
stop-overs at hotels owned and operated 
by the bus corporation will bring the 
actual expense to approximately the 
ordinary rail cost. The time required 
is several days longer than on a train. 

The enterprise will be called the 
Pickwick-Greyhound System and will 
operate buses of 28-passenger capacity, 


some containing dining space and other 
conveniences. 


“a practicable!” 
After a‘season’s use of the F 


that it is thoroughly practical and reliable.” 


Another customer wrote under date of September 6 this: 


“T have been yy the FRANKLIN for about three months and all I can say is that 


I am perfectly convinced that aircooling is practical. 1 have 
inders ond use speed of about 1400 revolutions 


for machines ap to 10h 
four 34-inch c 


carriage s of 30 miles an hour. 


On August 29 another customer wrote: 


“IT might say I have now covered about 2,700 miles with the FRANKLIN “nd it bas 
given me perfect satisfaction. The more I run it the better pleased I am with it 


These and other letters of like character are on file in our office. 


experienced motorists familiar with other cars. 


basis. 
It is sim 


pe and is at once the ideal car for practical purposes. 
In cold weather it can be left standing anywhere. 


station there is nothing to do but leave it. 


freezing, etc., is entirely avoided. 


Our motor is air-cooled without mechanical means. 


Horseless Age 
test said of the FRANKLIN: 


‘Much interest centered in a new embodiment of the air-cooling principle, and a 
close watch was kept on this machine in the run from Boston to Worcester, which is 
almost continuously uphill, a condition decidedly unfavorable to air-cooling. 
chine ran as regularly as ever on the hills, however, passing practically all others on 
the steep grades and arriving at Worcester on schedule time.” 


It appears then there is no further occasion for the “if.” But “if” not convinced 
ask for our complete eet or see the car at the Chicago show. 


strong hit at New York. 


H.H. Franklin Mfg.Co., Syracuse,N.Y. 
(eae ee wee 


ANKLIN motor car with our four cylinder, 19 h. p. 
air-cooled motor, a customer writes under date of October 13 as follows: 


‘Before urchasing the FRANKLIN, I had talked with many people who were skep- 
tical about the practicability of the air-cooled motor, but I have found from experience 


I have never been troubled with premature ex- 
plosions or any of the usual troubles due to overheating.” 


Our air-cooling system brings the motor car right down to the most practical 
Unnecessary weight and complication is avoided. 


There is no water to draw off, and in use 
the trouble of water connections, tanks, radiating appliances, pumps, danger of 


in an editorial in reference to the New York-Boston Reliability Con- 
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General Motors 


Sales Gain Third 


NEW YORK, Feb. 22—General Mo- 
tors Corp. reports retail sales to con- 
sumers during January as 107,278 cars, 
comparing with 81,010 for January, 
1927, recording a gain of 32.4 per cent. 
These gains were made in practically 
all car divisions. 

Sales to dealers during January to- 
taled 125,181 cars, comparing with 


99,367 a year ago, or a gain of 26 per 
cent. 





92 Thousand on Payroll 


at Ford Detroit Plants 
DETROIT, Feb. 22—There are 92,- 
642 employees on the payrolls. at the 
Fordson, Highland Park and _ Lincoln 
plants of the Ford Motor Co. This 
is a gain of 325 over a week ago. 
The total includes, 60,033 at the 
Fordson plant; 27,683 at the Highland 
Park plant, and 4926 at the Lincoln 
Motor Co. division. The figures con- 
tinue to show the company’s transfer 
of the greatest part of production to 
Fordson. Employment at the Highland 
Park plant decreased 268 from the fig- 
ures for last week and the total at 
Fordson increased 659. 


= anaemia 


VERYBODY admits the desirability of air-cooling—IF. 
That’s sy it—“if practicable.” 


If what? 
It is practicable. 


y 


aaa 


r minute, maximum 


All are from 


It is always ready for use. 


hen run into the barn or 


Referring to the subject the 
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The first advertisement of the H. H. Franklin Mfg. Co. appeared in Motor Ace, February 13, 1903—twenty-five years ago 
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Ford’s Production 
2000 by April 1 


Present Output 1000 Daily, 

Manufacturer Says. ‘Car 

Coming Fine” 

DETROIT, Feb. 21—Henry Ford is 
quoted as saying that the Ford Motor 
Co. is now producing approximately 
1000 Model A cars a day, and that it 
will be the end of March before the 
output can be increased to 2000 units 
a day. 

“The new car is coming fine,” Mr. 
Ford said. “You can’t get a great plant 
overhauled and converted from one 
type of product to another in a day. 
It is easy to design a new, car. It is a 
tremendous task to get into shape to 
produce it right in every detail and 
in great quantity. 

“We are turning out approximately 
1000 cars daily. We will be up to 2000 
a day by the end of March, according 
to our present schedule. After that 
production will climb more rapidly. 

“And we will stick to the five-day 
week for employees. That schedule on 
the old six-day basis of pay, is working 
out splendidly. Of course, not all em- 
ployees are earning up to the full scale 
of wages. They never will. Many new 
employees are unskilled and few have 
had training in the particular kind of 
operations they must use in the factory. 
But as rapidly as they prove their 
ability they are promoted. 

“The removal of considerable ma- 
chinery and many employees from the 
Highland Park plant to Fordson was 
a necessary step. But it is clearing 
the way for extended cloth and car 
body manufacture at Highland Park. 
It is a big plant, and a good one, and 
is near enough to Fordson to be kept 
active as one of the essential units of 
the business.” 


we oe ee 


Roberts Made Treasurer 
of Detroit Stamping Co. 
DETROIT, Feb. 20—Glendon H. 
Roberts has been elected secretary and 
treasurer of the Detroit Stamping Co. 
He is the son of the late W. H. Roberts, 
who was president of the firm. 





N. Y. Chain Adds Garage 

NEW YORK, Feb. 18—The New 
York Chain Garages has signed a 42- 
year lease for the Devonshire Garage 
at 207-211 West Seventy-sixth Street. 
This garage is a seven-story building 
on a 75 by 100 ft. plot, and will be 
added to the chain of private car stor- 
age garages operated by the firm. 


Motor Age 
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By Lewis C. Dibble 
ELIEVE it or not, R. M. Rowland, sales promotion manager of Willys- 
Overland, used to, sing bass on the Tuller roof garden in Detroit. Friends 
say he had that certain appeal in his voice that is commonly described in 
these modern days as IT. At any rate we’d like to see the American or Suc- 
cess magazine publish his life story some day, especially on how he rose from 
the Tuller roof to his present high perch in the automotive industry. 


O doubt when the Fisk Tire Co.’s weekly radio program signs off 
the announcer will remind the listening audience that “It’s Time 
to re-Tire.”’ 


HE story persists that Henry Ford is still a man of energy and action. 

According to latest rumor, Henry was making the rounds of the factory 
the other day and discovered that the tractor business was hampering pro- 
duction activity on the Model A. According to the story, Henry then and there 
ordered the tractor business discontinued. If true, that’s what we call action, 
but nobody at Ford’s will either affirm or deny the story. 


ROM Beaver Board to Automobiles” would be a suitable caption for 

a success story about L. H. Harvey, recently named sales promotion 
manager of Stearns-Knight. Mr Harvey got his start in the paint bus- 
iness, then he promoted Beaver Board, after which he gained fame in the 
automobile field with Pierce-Arrow. 


OHN R. LEE, general sales manager of Dodge Brothers, Inc., sang a song 
of Victory the other day for the benefit of Dodge Brothers’ dealers and 
stockholders. The words of his pleasing ditty were to the effect that the fac- 
tory will be at peak production by March 1, which is approximately 1650 units 
daily. 
HE Automotive Electric Service. Corp. has picked a chap to head their 
service department who knows a Pile about the automobile business. He 
is none other than J. Howard Pile, to whom we wish just Piles and Piles of 
success. 


USY days are these for sales and production men. Busy for the sales de- 
partment striving to set new records and busy for the production man 
trying to keep up with the demand. 


SIDE from automobiles General Motors seems to delight in manufacturing 
new records. The statement the other day that earnings for 1927 ex- 
ceeded $235,000,000 made everyone’s mouth water, and now the General comes 
along with the statement that 107,278 cars were sold at retail in January, 4 
new high mark for the month. 


OHN BONBRIGHT, who has just returned to the advertising division of 
the Graham-Paige Motors Corporation, tells us a good one that was pulled 
on him during the Chicago Show. “Have you a room reserved for me?” John 


5 


queried of the clerk in the Blackstone. “Yes sir, our last room,” assured the 
clerk, who added, “it has no bath, I regret to say—but it faces the lake.” 


O one probably is more convinced that Chilton Class Journal publications 
are widely and thoroughly read than is Bill Ellis, assistant director of 
advertising of Continental Motors. The other day we found Bill busily engaged 
in checking up answers in the recent Continental contest, whereby contestants, 
besides submitting a slogan, were compelled to list vehicles powered by Con- 
tinental. “From the close similarity of the vast number of answers it looks like 
the bulk of the contestants got their information from your specification tables,” 
declared Bill. 
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Improved Selling 
Lowers Prices 


Responsible for Decreased 
Cost of Cars, Peerless 
Sales Head Says 





CLEVELAND, Feb. 18—“In spite of 
the continued high cost of other com- 
modities, the cost of automobiles has 
been growing steadily less,” said 
Charles A. Tucker, general sales man- 
ager of The Peerless Motor Car Corp., 
in a recent interview. 

“Prices shot skyward during the war 
and for several years afterwards,” said 
Mr. Tucker. “Then there was a slight 
reaction. Costs came down a trifle but 
not much. Since 1921, the dollar has 
fluctuated less than a nickel either up 
or down. Its purchasing power on 
practically all articles of commerce is 
much lower than it was 10 years ago. 
Prices on the average commodity in 1920 
were four times what they were in 1896. 

“The automobile stands out in violent 
contrast to other things in this import- 
ant matter of price. If you will look at 
the beautiful cars offered by the manu- 
facturers today and compare them with 
those of a decade ago, you will readily 
admit the greater value of the modern 
product. 

“Then consider that these manifestly 
improved cars are actually sold for less 
than were those of 10 years ago. 

“There’s no question that the element 
of competition has helped keep car 
prices down to some extent. But still 
greater credit is due to the undeniable 
economies made possible by new and 
modern means of selling and advertis- 
ing, as well as reduction in cost through 
volume production, and improved manu- 
facturing processes. In the car we buy 
today we secure far more comfort, 
greater and richer beauty, longer life 
and a degree of dependability little 
dreamed of 10 years ago. Yet all those 
advantages are secured not at a higher 
price, but at one that’s lower than ever 
in the history of the automobile.” 





Coast-to-Coast Trip by 


Bus Soon to be Reality 
NEW YORK, Feb. 18—Announce- 
ment of a plan whereby motor bus 
transportation tickets may be pur- 
chased to carry passengers through 
from New York to California is prom- 
ised within the next 30 days by a Wall 
Street brokerage house. 





Wins Ford Tudor Sedan 
NEW YORK, Feb. 20—A Model A 
Ford Tudor sedan was awarded yester- 








Major Campbell Takes the Air 
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To Major Thomas W. Campbell, Hartford, Conn., Hupp distributor, goes the 
honor of being the first dealer in the Nutmeg State to make practical use of the 


airplane. 


In this instance the major used it in dropping messages to his dealers. 


Mr. Campbell is president of L. & H. Motor Co. 





day to William J. Henderson, music 
critic, as the result of drawing from a 
list of cards deposited in a barrel at 
the recent Ford Industrial Exposition 
in Grand Central Palace. Over 40,000 
cards were signed at the exposition and 
deposited. 





G.M. to Build in Atlanta 

ATLANTA, Feb. 17—Plans have 
been announced by the General Motors 
Corp. for the construction of a new 
office building to be occupied as south- 
ern headquarters by the various Gen- 
eral Motors subsidiary companies. 





Buick Makes N. E. Record 

BOSTON, Feb. 16—The Noyes-Buick 
Co., Buick distributor, announce that 
the figures just compiled for 1927 new 
car sales show that the company mar- 
keted 17,000 of the new Buicks. 


Krauss President 
L. H. Gilmer Co. 


PHILADELPHIA, Feb. 21—L. H. 
Gilmer Co. announces a number of 
changes in its organization, the most 
important of which is the election of 
John S. Krauss as president. L. H. 
Gilmer, former president, has _ been 
made chairman of the board of direc- 
tors. 


ee ee 


Add U.S. L. Battery Line 


SPOKANE, WASH., Feb. 23—Gill & 
Fahey have taken over the distribution 
of the U.S.L. battery line in Spokane 
county. The company also handles 
Gabriel snubbers, Pines winterfronts 
and Purolator oil filters in this terri- 
tory. 
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164 Miles In 152 Minutes 
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BEAT IT? 


He Piloted the “We” 


J. C. BARNES and his Reo Wolverine—the “We,” of the record-breaking trip 
from San Antonio to the border. Barnes sent the car over the 164-mile course 
at an average speed of 64.7 miles per hour 
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Conference Group 


Offers Model Plan 


Invites Suggestions in Effort 
to Determine Ideal 
Trafic Law 


NEW YORK, Feb. 18—Progress on 
proposals for harmonizing automobile 
driving rules and practices throughout 
the country was made when a commit- 
tee of the National Conference on 
Street and Highway Safety completed 
a draft of a model municipal traffic or- 
dinance meeting in the offices of the 
Chamber of Commerce of the United 
States in New York yesterday. This 
model ordinance will now be printed 
and sent out to police departments, 
traffic engineers, and interested organ- 
izations in all cities and towns through- 
out the country. Criticisms and sug- 
gestions will be invited and the ordi- 
nance will be further revised in the 
light of these suggestions. 

The committee, appointed by Secre- 
tary of Commerce Hoover last July, 
is headed by William E. Metzger of 
Detroit and includes police officials, 
traffic judges, traffic and safety engi- 
neers, representatives of motor clubs, 
railroads, street railways, safety coun- 
cils, chambers of commerce and other 
interests concerned with the traffic 
problem. 

Arthur A. Thomas, chairman of the 
legislative committee of the Providence 
city council, is chairman of the drafting 
committee. Members of the commit- 
tee had met previously at Detroit, Chi- 
cago and Washington, having before 
them a digest of the existing ordinances 
of more than 100 municipalities. 

This work is being done in response 
to a widespread demand for a model 
form of ordinance available to various 
cities and towns in connection with any 
revisions of their existing ordinances 
and regulations. It is in harmony with 
the uniform vehicle code recommended 
by the national conference as the basis 
for state motor vehicle laws and now 
adopted and in effect in approximately 
half of the states. 








W.S. Isherwood Named to 
Board of Car Insurance Co. 
DETROIT, Feb. 20—W. S. Isher- 

wood, general sales manager of AC 

Spark Plug Co., has been elected a 

director of the Valley Auto Insuraance 

Exchange. 





Hotchkiss Takes on Auburn 
SPOKANE, Feb. 18—The taking 
over of the Auburn distributorship in 
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A Group of Go-Getters 


Motor Ade 


SHAKE hands with, back row, left to right: George Valentine, Kansas City; 
W. K. Lee, sales manager; F. R. Campbell, San Francisco; W. E. Edwards, 
Detroit; R. J. Kelleher, vice-president and general manager; C. W. Coapman, 
secretary and treasurer; and G. A. Johnson, New York. Front row, left to 


right: 


F. Russell, Rochester; L. Michaud, Chicago; J. W. Spears, Atlanta; 


K. O. Wolcott, assistant general manager; W.C. Ellis, London; R. Clark, Paris; 
J. W. Neun, Toronto; D. P. Cartwright, service manager. They’re all executives 


of North East Electric Co. 


We nearly forgot to tell you 





eastern Washington and _. northern 
Idaho by the Hotchkiss Motor Co. was 
announced here by C. L. Dunham, dis- 
trict sales manager of the Auburn Au- 
tomobile Co. 

The new Auburn distributorship is 
headed by Roy Hotchkiss. The firm 
formerly handled the Gardner line. 





Transport Motor Co. to 
Retail Cars in Spokane 
SPOKANE, WASH., Feb. 20— 
Transport Motor Co., distributor of 
Willys-Overland and Stearns-Knight 
lines, will in future handle all Spokane 
retail business in its lines as the result 
of expansion of its retail department. 





Seattle Show Well Attended 

SEATTLE, WASH., Feb. 17—In a 
setting of Oriental splendor the Auto- 
mobile Show and_ Transportation 
Pageant was held here last week in the 
new Athletic Pavilion on the University 
of Washington campus. In setting and 
location this year’s show was a decided 
departure from previous shows, and 
the large attendance far exceeded the 
estimate of 50,000. Dealers reported 
brisk buying and unusual interest in 
new models. 

The show was officially opened by 
Governor Roland H. Hartley, who pre- 
sented a golden key to Dean Davis 
Thomsen, representing the University, 
and he in turn presented the key to 
W. L. Eaton, president of the Seattle 
Automobile Dealers Association who 
sponsored the huge exhibit. One hun- 
dred and eighty-seven models were on 
display. 


Bills for City-Owned 
Buses Asked for N. Y. 


NEW YORK, Feb. 21—Bills which 
would empower the city to provide for 
ownership, acquisition, establishment 
and operation of municipal bus lines, 
and which would permit by local legis- 
lation expansion of the powers of the 
board of transportation in such matters 
as bus transportation, tunnel construc- 
tion and other activities associated with 
rapid transit, are now pending in AI- 
bany. 


Howard Auto Organizes 
a Fleet Sales Department 

SAN FRANCISCO, Feb. 21—For 
the especial purpose of handling sales 
by fleets to warehousemen, and other 
industrial and commercial plants, the 
Howard Automobile Co., Buick distrib- 
utor for the Pacific coast, has estab- 
lished a fleet sales department, believed 
to be the first of its kind on the Pacific 
coast. 

The new department is in charge of 
G. A. Griffin, who for the past two 
years has been head of the wholesale 
division of the Howard company for 
San Francisco. 





Riegel Adds Space 

SPOKANE, WASH., Feb. 18—Riegel 
Bros., distributor of Dodge Brothers 
ears and Graham Brothers trucks, has 
taken over additional space, giving the 
firm the largest ground floor area of 
any automotive concern in this part of 
the state. 
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Jordan February 
Output Increases 


Predict Shipments for Month 


Nearly Double Average 
for Period 


CLEVELAND, Feb. 18—Shipments 
of Jordan cars from the faetory this 
month will make this February nearly 
double the average February, according 
to Edward S. Jordan, president of the 
Jordan Motor Car Co. 

Jordan, who has visited nearly all of 
the large distributing centers during 
the past 60 days, reports that dealers’ 
stocks are lower than usual at this time 
of year. 

“The used car situation, which was 
a problem last fall, has eased off sub- 
stantially since the announcement of 
new models and new prices,” says Jor- 
dan. 

“Labor conditions are reported to be 
much better than they were six months 
ago and money is circulating mueh 
more freely in retail channels. 

“With spring just around the corner 
and a six months’ pent-up demand to 
be satisfied, it looks as if all manufac- 
turers with fair prices and merchan- 
dise that meets the modern demand for 
appearance, performance and comfort 
will make money,” says Jordan. 








Welch, Studebaker Export 
Head, Sails for Panama 

NEW YORK, Feb. 20—H. S. Welch, 
manager of export sales for The Stude- 
baker Corp. of America left recently for 
Panama City, Panama, where he will 
hold a sales conference of Studebaker 
field representatives for Central and 
South America. 

Studebaker field representatives who 
will meet Mr. Welch are H. A. White, 
Mexico City, Mexico; William Althoff, 
Havana, Cuba; Theodore M. Van der 
Stempel, Panama City; L. Lorenzen, 
Valparaiso, Chile, and Bernard Keen, 
Barranquilla, Colombia. 

Countries in which these men repre- 
sent Studebaker include Mexico, Brit- 
ish West Indies, Cuba, Dominican Re- 
public, Haiti, Porto Rico, Virgin Is- 
lands, Colombia, Dutch West Indies, 
British, Dutch and French Guianas, 
Trinidad and Tobago Islands, Venezuela, 
Central America, Ecuador, Peru, Chile 
and Bolivia. Mr, Welch will return to 
South Bend about March 1. 





Williams Adds Locomobile 
HARTFORD, CONN., Feb. 16—F. W. 
Williams, Inc., 277 Connection’ Blvd., 
State distributor of Star and Durant, 
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3% H. P. De DION MOTOR 


Runabout Type 


Speed, 25 miles per hour. 


Unrivalled Climber. 


An American design based on the best 
French Experience. Can be 
used all the year round. 


THE GEORGE N. PIERCE CO., Builders 


BUFFALO NEW YORK DENVER 


FOR SALE BY 


Banker Bros. Co., Pittsburg and Philadelphia 
Automobile Headquarters, Boston 











The first advertisement of George N. Pierce Co., now the Pierce-Arrow Motor 
Car Co., appeared in Motor Ace, February 27, 1902—twenty-six years ago 


has added the Locomobile and will be Birmingham Show Called 
the wholesale distributors for this 


‘ ~aal - 

state and western Massachusetts. The Greatest in City . History 

line was taken on after an agreement BIRMINGHAM, ALA., Feb. 19— 

had been reached with Aaron G. Cohen, The automobil e show which was staged 

Inc., of Hartford, who has been handling at the Municipal Auditorium in Birm- 

the line for some time past. ingham from Feb. 15 through Feb. 18 

was the most successful that the auto- 

——— mobile men have ever had in this city, 

. according to a statement by Charles M. 

Gardner in Excellent Kidd, president of the Birmingham 
Financial Condition Motor Trades Association. 

ST. LOUIS, Feb. 22—Gardner Motor The show was characterized by a 
Co., now launched upon its greatest Dumber of “spot sales,” for the most 
production program, is in the most se- Part made to persons who had never 
cure position in its history as regards OWned cars before. 
models, price range, balance sheet posi- 
tion and sales organization, according Western Auto Supply Div. 
to R. E. Gardner, Jr., president. NEW YORK, Feb. 18—Western 

The company now has $3 in the bank Auto Supply Co. has declared a quar- 


for every dollar owed, and a net cur- terly dividend of 75 cents, payable 
rent ratio of over 15 to 1. March 1. 
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Gas, Oil and Hot Dogs—Drive In 


HE Memphis auto show at- 
tracted many visitors. Among 
them were two colored men intent 
on learning of the virtues of each 
car. “What car am dat what the 
gentleman is explaining about,” 
asked one of the colored boys. “Ah 
doan’ know what its name is, but he 
sure do recommen’ it mos’ highly,” 
the other assure dhim. 
e 
A local car dealer was putting 
on a big used car sale and needed 
two extra salesmen for a short pe- 
riod. His ad read—Wanted used 
car salesmen, for a short time must 
be respectable. 7 


“T won’t have any men in my 
shop who are ever late or who drop 
their tools and run when the 
whistle blows,” said the shop fore- 
man to the hopeful service man. 
“Well, I am practically never late,” 
replied the applicant, “in fact my 
tools are cleaned up and I usually 
have to wait five minutes before 
the whistle blows.” 


Having had occasion to buy some 
minor service lately we wonder 
why some service salesmen feel 
that it is necessary to emphasize 
the ICE in servICE. 


* 

“What’s the idea, taking the cap 
off your radiator?” “Well, it’s go- 
ing to be a formal affair and a cap 
looks so out of place.” 


That new Sparks - Withington 
horn blows “attention.” Now all 
we need is one that will blow 
“squads right” or “squads left’ 
when the car comes to a cross road. 
How about it Capt. Sparks? 
There’s money in it. 


“T.,” according to Oil Field En- 
gineering, equals viscosity in Say- 
bolt Universal Seconds. My, my, 
how thoughtless; what’s the world 
coming to. 

a 


According to a story in a recent 
issue of Automotive Industries, the 
successful automotive sales depart- 
ment must be built around a 
“stable” establishment. Stable— 
not horse barn. We have plenty of 
the latter already. 


10-year-old boy has recently sub- 
mitted some suggestions for the 
relief of traffic congestion in De- 
troit. We thought that it was a 
10-year-old boy who put over some 
of our traffic laws. 


R. H. Grant, vice-president and 
general sales manager of the Chev- 
rolet Motor Co., at a recent meet- 
ing in Chicago referred to the used 
car as a “blessing.” We have often 
heard the used car being “blessed” 
and suspect that many a dealer 
would be willing to pass up this 
particular kind of blessing. 


Pan-American road bill reads a 
headline in MOTOR AGE for Feb. 9. 
Well, thank heavens, there is some- 
thing to “pan” besides the sales- 
man. 

* 


An American used car fair was 
recently held in France. If they 
wish to keep up the good work, we 
have enough cars here in America 
to keep them in fairs for life. 


e 
World’s oldest car is offered for 
sale. This is a case where a used 
car will be costly to buy even if you 
offer a new car as a trade-in. 


a 
Air mail to join U.S. and Mexico, 
says headline. The Col. Lindbergh 
constituency will probably insist 
that this should read “Air male to 
join U. S. and Mexico.” 


* 
Hupp promotes two. Would a 


cockney head-writer reverse it to 
read “Two move hup?” 


& 

Studebaker has recently held a 
three-day conference at its plant. 
What would it be if there were 
more women—with all they have to 
talk about—on the sales force? 
They’d just about get started in 
three days. 

a 

“The design of this car always 
makes me think of my wife,” said 
one salesman to another, “because 
it represents the last word.” 














necessary— 


And the greatest of these 1s industry. 


John Cleary Says— 


In the make-up of a successful salesman three things are | 


Knowledge, appearance and industry. 
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But Then, Try to Get Any- 
thing Else But Standing 
Room at an Auto- 


mobile Show 
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l 
Mount Vernon and the Potomac are inseparable. So the decora- 
tive scheme of the Baltimore Automobile Trade Association’s show 
, this year included a reproduction of Mount Vernon at one end of 
the exhibition hall and a view of the Potomac River (see above) 
L at the other. The view was in the form of a painting 170 ft. 
' wide and 26 ft. high. 
) 
, R waar ces TY iat oeexctetigee-sme cry sorscons 
| GALLAY| 
reser BEE AMIE 
| te a ae 
Mount Vernon, the home of George [ie 
2) Washington, was reproduced in the Balti- 
more show in exact size, style and character. 
Je The entire exterior was reproduced in wood, 
the porch itself measuring 100 ft. with pillars 
C 20 ft. high. John T. Raine, manager of the show 
0 and association, who is to be complimented for the 
striking setting, reports attendance exceeded that of 
? last year. 
n 


Kes, 


Signs seem to dominate the Brussels, Belgium, automobile 

AGS eo show, a view of which is shown above. The Studebaker- 

e “a ‘ | ~~ Erskine exhibit in the foreground was so great a magnet 
sie : that cops were called to regulate the flow of visitors. 


bts 


Main floor of the Pittsburgh Automo- 
. bile Dealers Association show at Motor Square 
— Garden. W. N. Owings, executive secretary, an- 
nounces that this year’s attendance topped that of last year by 26.1 per cent. 
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The Automobile Salesman (an Take a Few ‘Profitable Pointers From 
the Professors of the Manly Art. A Hunch for the Boys 
on the Selling Force When the Prospects Have Them 
Groggy With Used Car Uppercuts 


By John (leary 


WENT to the fights last night. Some 9000 
others were there with me. Some went to see 
a knockout. Others hoped for a series of 
slugfests. Others expected to watch some 
scientific boxing. Still others yearned for 
the pleasure of beholding their favorite win 
his bout. I went to study salesmanship. 

It would be no trick to compare salesmanship and 
fighting. I have heard of that being done before, 
seems as though. I shall not bore you with a conven- 
tional comparison of these two manly pastimes. 

This is a record of the thoughts on salesmanship that 
must force themselves on anyone who attends the 
fights with the studious intent of adding to his store of 
knowledge about selling. If you are of the type of 
automotive salesman who scorns this sort of analysis 
as “high hat,” here is a good place for you to stop 
reading these thoughts. You will find an abundance of 
other interesting material in this issue. 

If you had walked in with me last night, during the 
third round of the first preliminary bout, you would 
have been struck, as I was, by the spectacle of a nearly- 
full house, at fairly stiff prices, for a boxing bill that 
did not boast a single champion. What was it that 
brought those 9000 people into the Arena? It was sales- 
manship, if you ask me. 

It was decidedly not newspaper advertising or pub- 
licity. There was not much of that, to begin with. And, 
the fight club regular being the self-opinionated critter 
that he is, promoters have learned that ballyhooing by 
the sports writers cannot always be depended upon to 
fatten the gate. Such exploitation, to be sure, does help 
the attendance at “battles of the century” and other 
championship bouts just as it does in the case of world 
series baseball games. But it must be remembered that 
these events of national ‘interest attract thousands who 
are not the bread-and-butter patrons of boxing or base- 
ball during the rest of the year. The regulars cannot 
afford the time or the money for these epochal events. 

No, the salesmanship that corraled those 9000 fight 





fans was the broadcasted salesmanship of the announcer » 


at the two previous programs and the word-of-mouth 
salesmanship of the patrons who had caught some of 
the principal contenders in action within recent weeks. 

The entrepreneur who made up the card displayed a 
rare knowledge of sales psychology, even though he 
might know no more about spelling that word than 
Ring Lardner’s Jack Keefe. 

The card was built around Leo Lomski, a 170-pounder 


from Aberdeen, Wash., the boy who knocked Tommy 
Loughran, light heavyweight champ, on his can a few 
weeks ago and dazed him so that Tommy did not get 
his bearings until the fourth round. Leo was program- 
med to meet Jimmy Francis, of Jersey City, who 
had made only one previous appearance at the Arena 
and on that occasion had exhibited a slumber-inducing 
wallop after undergoing three rounds of violent larrup- 
ing in a manner worthy of a Joe Grim. Although 
Jimmy, with his 164 pounds, immediately showed that 
he was no match for the husky Leo and was shooed to 
his corner early in the third round, the sale had been 
made and the gate receipts had already been counted. 

But the salesmanship did not end with this windup. 
The semi-windup was also responsible for the sale of 
many tickets. This was a contest between Benny 
Schwartz, of Baltimore, and Pinky May, of Savannah— 
two 118-pounders—to decide a controversy that arose 
out of their last meeting. At that time the crowd—to a 
man—gave the decision to May, but the judges declared 
Schwartz the winner. The bout ended in a turmoil. 
The return fight was an example of the sales psychology 
that has been no secret to fight promoters since before 
the days of Sullivan and Kilrain. 

There was still another indication of salesmanship 
in the last of the three preliminary settos—between 
Francois Sybille, of Belgium, and Mickey Diamond, of 
Philadelphia. Fight fans are still curious to see these 
European boxers perform. 

So much for the salesmanship that brought the crowd. 
What about the salesmanship of the show itself? 

You salesmen who are disheartened by a lack of re- 
sponsiveness on the part of your prospect, contemplate 
the case of the announcer at a boxing shindig—the an- 
nouncer whose principal function is the salesman’s job 
of selling next week’s show. His hearers are not in- 
terested in what he has to say about next week—they 
want.action, right here and now, let next week take care 
of itself. They make it most difficult for him to make 
himself heard. But he persists. He is patient. He 
smiles. He keeps on trying until he finally gets his 
selling story across. He is a salesman. 

You salesmen who cannot do your stuff unless every- 
thing is favorable and agreeable, reflect on the compos- 
ure of the champions and deposed champions who are 
introduced in the ring at these fights. No ring notable 
was ever greeted by unmixed applause. It never seems 
to be better than a 50-50 break between booing and 
hand-clapping, so obstinate are the followers of the 
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In fact, the 
Yet these salesmen of 
pugilism smile and bow as though each razz and each 
clap of approval were alike orders for their particular 


squared circle in their personal opinions. 
booing seems to predominate. 


brand of merchandise. And the fighters themselves. 
What can be said of their salesmanship? 

This much can be said without danger of being ser- 
lously questioned. Given two fighters of equal ability 
in every department, the one who constantly uses his 
brain and his ability to sell himself, first to his oppo- 
nent, then to the judges, and finally to the crowd will 
win the more decisions, have a greater following at the 
admission turnstiles and get more jack for his efforts. 

In the pursuance of these aims he does all the things 
that must be done by a salesman who single-mindedly 
devotes his time to the getting of orders. He is first of 
all, active. He is on the job when the opportunity to 
put over a selling punch presents itself. He is not flab- 
bergasted by a counter-offensive. He follows through 
every advantage. When he sees the proper opening he 
delivers the winning blow—on the dotted line. He keeps 
his head. He does not allow the other fellow to divert 
him from his main purpose. 

The fighter wants that fight, just as the salesman 
wants that order. A victory for the fighter means the 
winner’s purse, increased prestige, more engagements, 
more money, a step toward success. An order for the 
Salesman means a commission, a new customer who will 
become the source of repeat orders and a nucleus of 
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Sketched at 
Ringside by 
Geoff Grier 


other orders, increased experience and confidence, a 
step toward selling success. The parallel is distinct. 

But if there is one lesson above all others which a 
salesman can learn from the fighter—it is the success- 
ful fighter’s mental attitude toward each round as an 
entirely new fight. He has forgotten all that has gone 
before. When the bell for the preceding round had 
rung, he might have been all in. It might have been 
only the matter of a fraction of a minute for his oppo- 
nent to finish him then and there. But after a short 
minute of rest he returns to the center of the ring, 
apparently a new man. To me that is the most remark- 
able feature of boxing. 

What a hunch this is for the salesman! Try this 
system the next time you leave a prospect’s office, 
groggy and staggering after he has delivered a left 
uppercut to your jaw with a used car. Come back at 
him smiling in a few days, just as if his blow had not 
connected at all. Keep leading away at him until you 
have him in a corner for a demonstration in your new 
car. Follow up your advantage until you have him beg- 
ging for the ownership of your new car. Then you 
need have no more fear of his used chariot than a box- 
fighter has of his opponent’s discarded bathrobe. 

I don’t pretend that attendance at boxing shows will 
help your batting average as a salesman. But, just 
think of these salesmanship angles the next time you 
watch the leather-pushers perform and I'll warrant you 
will get more interest out of the matches themselves. 
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Ko LI ow-Up ‘Proves 





S an automobile dealer, how closely do you keep 
in touch with your customers—with your car 
owners? That is a fair question which you 
may feel like asking yourself after you have 

read of the success of Shirley H. Vincent, a Nash and 
Franklin dealer at Olean, N. Y. 

It should be explained in the beginning that Olean 
is a city of about 25,000 population, centered in a re- 
gion which is not thickly populated but is fairly pros- 
perous owing to a large number of petroleum pro- 
ducing areas near it. It was not far from this city 
that the first oil well—really an oil spring—was dis- 
covered. 

Mr. Vincent is a young man with considerable gar- 
age and dealer experience in other organizations than 
his own, but on Sept. 1, 1925, he set up his own organ- 
ization as a Nash dealer. His first business year re- 
sulted in the sale of 76 Nash cars. His second year, 
just closed, showed a sale of 100 Nash cars, 28 Frank- 
lin cars, the agency for which he acquired some 
months ago, and about 275 used cars. He employs 
three salesmen. 


In Olean, other men in the automotive field look 


upon the development of the Nash-Olean Co. as some- 
thing of a record in the sale of cars in the price class 
of the Nash and the Franklin in a city of this size. 
To achieve this record there are several things which 
Mr. Vincent did exceptionally well, but of all those 
things there is one factor which sticks out above all 
the rest as undoubtedly of the most importance. 

This factor is the close follow-up which Mr. Vin- 
cent maintains among all of the people who purchase 
cars from him. Salesmen who work for Mr. Vincent 
are expected to adhere to a rather stiff schedule of 
duty in return for which he makes it possible for them 
to earn quite good incomes. 

Mr. Vincent states that all of his salesmen work an 








Above—A scene in 
the oil field near 
Olean, N. Y. 


Right—Shirley H. 

Vincent, proprietor 

of the Nash-Olean 
Co. 


Below—The_ sales 
quarters of the 
Nash-Olean Co. 


average of five nights 
a week, in fact every 
night that it is possi- 
ble to work unless they 
make plans during the week 
to go out with their fam- 
ilies one night. 

One of their chief duties 
is to make calls upon those 
owners to whom they have 
already sold cars. Mr. Vin- 
cent expects them to drop 
in and see the owner about 
every two weeks, regardless 
of the date of purchase of 
the car, or whether the car 
purchased was a Nash, 
Franklin or a used ear. 

Mr. Vincent admits that 
it is almost impossible to 
adhere to this schedule, but 
it is one at which to aim 
and is bound to insure calls 
at least once a month. 
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Small-Town Dealer in Oil Producing Section Keeps in (lose Touch 
With Every Customer and His ‘Uolume Justifes 
His Wise Course 


By Lloyd 


These calls may be very brief. They are ostensibly 
for the purpose of inquiring into the performance of 
the car which the owner purchased, but before the 
salesman gets away he manages to get in a question 
something like this: 

“Are there any friends of yours who are thinking 
of buying a car?” 

On the answers to that question and the friendli- 
ness which the owner feels for the constant and un- 
swerving attention which he receives as the owner of 
a car purchased from the establishment of Shirley 
Vincent, lies most of the success and marked advance 
in sales of the Nash-Olean Co., in its second year. 

It is Mr. Vincent’s idea that it is extremely poor 
business to sell a person a car and immediately for- 
get about him. He expects to be in business a long 
time and it is not going to be his fault if he does not 
sell the same persons cars several times during the 
next several years. Further than that and equally as 
important is the fact that these satisfied owners— 
friendly owners—will refer to him others who will 
eventually become owners. There have 
been cases already in which 
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S. Graham 


one friendly owner has been the means of ieee and 
four additional sales. 

Another important factor is to be seen in the fact 
that while the salesmen have to work hard and put 
in long hours, this method which Mr. Vincent has de- 
veloped and insists upon makes it possible for them 
to build up a large personal following and clientele. 
They are just naturally bound to make money by 
making sales in this organization. 

At the Nash-Olean Co. there is no used car sales- 
man. Each salesman sells, as the opportunity arises 
or as he is able to make his opportunity, any car 
which Nash-Olean happens to have for sale. 

Back of this personal attention and service there 
must, of course, be good shop service and good man- 
agement at headquarters. Many owners, as every 
dealer knows, ask the impossible or next to the im- 
possible in the way of service. Mr. Vincent follows 
the policy that it is best to go the limit with them to 
satisfy them. 

For example, a woman owner 

may drive into the service station 

and want cer- 
tain things done 
within an _ ex- 
tremely brief 


she is from out- 


(Turn to. page 
32, please) 
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OW, as I was saying, if Slim hadn’t o’ struck 
out, the gang from Dead Center wouldn’t ’a 
had a chance.” 

Joe and Gus were suddenly interrupted in 
the discussion of last Sunday’s game by the gruff 
voice of Mr. Scott. , 

“Tf you don’t get back to the car you’re fixing, Joe, 
and you,” turing to Gus, “get your stockroom straight- 
ened up, there’s going to be a couple of young fellows 
looking for jobs.” 

Mr. Scott, or Scotty as he was called in friendly min- 
utes, was not a hard boss. However, as his name might 
indicate, he did expect his men to work from the time 
they punched in until they punched out. 

From the back of the shop came sounds that indicated 
Joe had taken the warning seriously. Similarly, Gus 
was busy putting new stock away, and tacking labels 
on the bins that had just been set up. 

But such close friends as Joe and Gus were not to be 
separated so readily. At noon they sat on the same 
bench as they ate their lunch. Just as the bell rang 
for them to start work again they had nearly explained 
the results of last Sunday’s game. 

Lacking the former social visits, that had so irritated 
Mr. Scott in the past, the afternoon dragged on. When 
quitting time finally came the two close friends might 
have been seen going to Joe’s house. It was late in the 
night when Gus returned home, and there was a mis- 
chievous light in his eyes. 

In the morning Mr. Scott must have seemed a little 
more pleasant than usual. At least Joe again brought 
up the subject of:a raise. 

While both boys were the closest of friends, each had 
been secretly trying to get a raise of 10 cents an hour. 

To Joe’s request that his pay be raised, Mr. Scott 
merely pulled a wisecrack by saying, “Well, I’ve been 
able to raise your pay every week so far and if you 
fellows don’t loaf too much I can probably continue to 
raise the pay and the rent also, but there sure isn’t 
any profit in this game.” 





“Keep right on with your 
hammer, you’re doing fine,” 
said the stranger 
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Illustration by Edward Reid 


It sounded like the same old line to Joe, who at once 
decided to confide in his friend. With apparently super- 
human effort Joe set to work, and the din was sweet 
music to Mr. Scott as he walked to the front of the 
building. He opened the door to the stockroom and 
greeted Gus. 

While the stockroom appeared more orderly than it 
did the day before, Mr. Scott noticed that many of the 
labels for the bins were removed and still more had not 
been put up. This was soon forgotten when Gus sug- 
gested that things seemed pretty good, and he thought 
he ought to get a 10 cents an hour raise. 

What collusion was this? It was impossible that Gus 
had heard Joe ask for a raise, but when the raise was 
refused and Gus said, “Oh, well, I suppose you'll try to 
kid me along by telling me that you have raised my pay 
every week since I’ve been here,” Mr. Scott was puzzled. 

The boys were not mind readers. There was no tele- 
phone between the shop and the stockroom. To hear 
ordinary conversation from the back of the shop to the 
stockroom was impossible. 

“But why so much hammering of late?” was the 
thought bothering Mr. Scott’s head. 

Trying to forget it Mr. Scott said, “Gus, here’s a 
chance to make a little overtime. I want to get the 
stock and accessories in shape and stage a sale. Spring 
and the touring season is nearly here, and we should 
clean out some of the old stuff and put in fresh stock.” 

Mr. Scott was just leaving the building by way of 
the back door when Joe called him. 

“Want me to stay and help Gus tonight?” he asked. 

It seemed that there was just a suspicion of a smile 
on Joe’s face, but Mr. Scott was not sure. 


Mr. Scott. 
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was puzzled—but let on? Not he! 
“Well, yes, Joe, I think you had better plan on giving 


us a hand tonight. 
going to work?” 

It was now Joe’s turn to be surprised, but he figured 
that one wisecrack deserves another, so he innocently 
answered, “Oh, a little bird told me.” 

Mr. Scott was annoyed and was about to leave when 
Joe started in again. 

“It’s nice weather we’re having and I was thinking 
that I’d like to plan on a little vacation pretty soon.” 

It may have been because he was annoyed that Mr. 
Scott angrily said, “Vacation, huh! We don’t have ’em 
here. I thought from the way you work that you were 
on a vacation.” 

Then realizing that things had gone far enough, Mr. 
Scott advised Joe to finish up on the car he was working 
on as another job was coming in. Seemingly relieved 
by the chance to talk with the boss, Joe cut loose with 
a will on the repairing. 

Mr. Seott, evidently forgetting his errand, had just 
returned to the stockroom when Gus told him he had 
heard a “new one.” 

“Well, what is it?” Mr. Scott asked, almost pleasantly. 

“Half a loaf is better than no vacation,” he answered 
and then waited for things to happen. But Mr. Scott 
merely admitted that that was pretty good. Evidently 


- meant to pass up this chance to razz the boys for 
Oating. 


What made you think we were 
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That night both boys worked with 
Mr. Scott. Old “shelf warmers” were 
brought out and polished. An assort- 
ment suitable for the time of year was 
carefully arranged in a show case 
where service customers could see 
them. To Mr. Scott it seemed that 
the boys had enjoyed the evening’s 
work more than usual; as results were 
being obtained there was nothing to 
worry about. 

The next day was Saturday. An ad 
in the paper, plus a number of ’phone 
calls had already brought in several 
customers. Mr. Scott spent all of his 
time on the service floor selling to the cus- 
tomers who called there. Gus was busy hand- 
ling sales over the stockroom counter in front. 

The business done Saturday afternoon alone was 
greater than had been done in any week up to that time. 
The plan had been a complete success. 

Among the small tradesmen of the town, many had 
watched with curious eyes to see how some thought and 
effort plus a little salesmanship was turning old stock 
into cash. 

Business had been so good that no one who worked 
for Mr. Scott had noticed just how many or just who 
had visited their place. 

But there is an end to all things and by 9.30 that 
night the customers had stopped calling. Mr. Scott was 
happy as he counted the money made that day—but his 
motto seemed to be that there is nothing so good but 
what it might be better. 

At least he went out to the service floor, evidently in- 
tent on making just one more sale. He did not have long 
to wait for an old customer dropped in to have a new 
dash light put on his car. There was just a little ques- 
tion about the installation and Joe was called on to 
figure it out. 

Gus had had no customer for half an hour and had 
just begun to busy himself by putting on a few more 
bin labels when a customer came in. 

“Just what do you put those on with?” the newcomer 
asked in an easy way. 

“Little brass tacks,’ Gus answered as he handed the 
customer one of the tacks and then proceeded with put- 
ting on a label or two. 

When Gus glanced up his jaw dropped. 

“Go on. Keep putting those labels on. You sound 
busy,” the stranger said, still in any easy voice. But 
now the words were backed up with the cold steel of 
an automatic, pressed against Gus’ ribs. Gus obeyed. 

In fact the way he worked fairly pleased the stranger 
for as he was stuffing the day’s receipts in his pockets, 
he tossed Gus a quarter. 

“Keep right on with your little hammer, you’re doing 
fine.” said the stranger, “and don’t forget to keep work- 
ing until I’m out of that door.” With a flourish of his 
gun, the stranger made for the door. 

The front door was just closing. Sweat dripped from 
Gus’ face as he continued to hammer. Wild thoughts 
(Turn to page 49, please) 
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0A Dealer Success 
That VF as Attuned 





eAnd a Partnership That 
Started by an -Acctdent 


—a Real One 


HIS is the story of a successful auto- 
tomotive concern that never had, and 
perhaps never will have, an automo- 
bile salesman. It is not a mystery 
story, though the subjects are decidedly live 
examples of the eternal question. This is, to 
cut short the element of suspense that is any 
writer’s prerogative, the story of two women, 
proprietors of the Neil & Stockwell Motor Co., 
Oldsmobile dealer of Marshalltown, Iowa. 

Allow us to introduce you to Miss Margaret 
Neil and Miss Ruth H. Stockwell, president, 
vice-president, secretary, treasurer, manager, 
sales manager and saleswomen; above all, de- 
voted partners, pals and severest critics of one 
another. 

This rare partnership started by accident. 
The accident wasn’t figurative: it was as real 
as it was painful, and you can take Miss Neil’s 
emphatic word for it. It happened 
back in 1922 when the Misses Neil and 
Stockwell were members of a touring 
party seeing the sights in Yellowstone 
National Park. Miss Neil, in trying to 
do a good turn, sustained a fractured 
arm cranking a Ford car for a tourist 
who had camped near her party. The 
misfortune of course incapacitated her 
from driving her own automobile, and 
for a while it looked as if she would 


of Neil & Stock- 


Margaret 


The proprietors 
well Motor Co., 
that the dealer’s 
path of pros 


as easily as a 





proficiently was she 
tutored that in a 
relatively short time 
she was driving the 
: | car with the non- 
’ chalance of a_ vet- 

| eran chauffeur. And 
more than that—she 
fell in love with 
automobiles. 

The friends, prac- 






Neil, 


have a taste of the experience of the well Motor Co.. tical minded, talked 
girl who figured in the popular song, Oldsmobile of the future and it 
“The Girl I Left Behind.” Yellowstone dealer, Mar- . was then they both 
Park isn’t the worst place in the world shalltown, Iowa SS became infected 


to be with a broken radius (speaking 


of the arm and not the Ford), but it ceases to be in- 


. with the _ partner- 
ship germ. As their tour progressed the infection grew, 


viting when your boon companions have been compelled and broke out in a rash venture—or so it may have 


to desert you. 


Seemed at the time—when they returned to Marshall- 


Such was Miss Neil’s plight when Miss Stockwell ap- town, Iowa. A pooling of cash on hand revealed that 
proached her and volunteered her services. The even- they had $216 with which to go into business. But it 
tual partnership might never have been born if Miss was enough for their purpose: it enabled them to pur- 


Stockwell had been an experienced automobile driver. 


chase their first demonstrator on the deferred payment 


She wasn't, and so the pair went through a period of plan. Thus was launched the firm of Neil & Stockwell 
association that made them close friends. Miss Stock- Motor Co. 


well became the injured Miss Neil’s pupil, and so 


Renting a one-car space in a garage the first year, 
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viewed, whether it be 6 
a.m.orilp.m. Our office 
telephones are so arranged 
that all calls may be an- 
swered day or night.” 

And in the matter of 
prospects they have this to 
say: “One must learn to 
sift out the good prospects 
from the bad. And remem- 
ber, every prospect has a 
hobby. This is an important 
factor in selling. If a man’s 
hobby is fishing, spend a little 
time hobnobbing with him; in 

other words, swap a few fish 
=O, | ) stories with him and before you 
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SPOR ee renee a, know it he will be liking you and 
| 5 ee a believing in you. Out here in 
Iowa we must cultivate an in- 
terest in agriculture; cornfields 
must have an aspect of beauty 
to us.” 

% <As an example, of how 
these girls work, one day 











tetors of the Neil & Stock- 
r Co., who have learned 
paler’s 


| life isn’t a primrose 
pros pects to be plucked 


as a rose from a _ bush 








he they made a few sales. Prospects assumed a rosier hue 
a | and in the next year the firm moved into a large garage 
me where it established up-to-date sales and service de- 
he partments. In those two years and the succeeding year 
n- _ the partners were forced to work day and night, but 
et- they laid the foundation for a successful business 
nd enterprise. 
she Can they sell automobiles? They can—and how! No 
ith : better example of their determination and their ability 





as saleswomen could be adduced than the citing of their 
‘ac- achievement in the fall of 1925 when they sold at retail 





ked 10 carloads of automobiles over a period of eight weeks. : 
1 it And at no time in their business career have they em- 
oth | ployed a salesman. 
ed What are the merchandising methods they utilize? push 4 Stock- 
ner- They are nothing unusual, except that they involve the well, the part- 
‘ew, fundamentals of salesmanship which are so lamentably er, who taught 
lave overlooked in these intensely competitive times. In par- #anoforte be- 
rall- ticular, they are ardent advocates of house-to-house pe eg 
that Canvassing as one of the means of obtaining prospects. 
it it Then they work the telephone, direct mail and personal 
pur- distribution of literature to all mail boxes along the 
nent rural delivery routes out of Marshalltown. 
well “In fact,” the partners say, “we attribute volume of 

sales to untiring effort; working not from 9 a. m. to 
rear, > p. m., but at all hours when the prospect may be inter- 
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Miss Neil called at the home of a prospect and found 
him busy shingling the roof of his house. He said he 
could not talk to her until he had finished. 

“In that case I can save time for both of us,” replied 
Miss Neil, as she took hammer and nails and started 
working alongside of her prospect. And she did not 
mention automobiles until the last shingle was in place. 

Being women themselves, there is no question that 
this partnership understands the feminine viewpoint. 
Experience has taught the partners to strongly believe 
that the influence of woman is a mighty factor in the 
choice of an automobile. If the firm had any use for 
a motto, it would most certainly be “Sell the Woman.” 
In their bell-pulling rounds they endeavor to time their 
arrival so as to find the woman of the house available 
and the husband not at home. In a small town this is 
not so difficult. 

“It is usually much easier to obtain information from 
the woman of the house,” the partners declare. “They 
will tell what kind of a car they have, how old it is and 
if they are contemplating buying a new one. 

“Beauty, comfort and safety are the points we stress 
when talking with the wife or mother. She is concerned 
mostly with the appearance of the car, how it rides, and 
if it will afford safety to herself and the family. Asa 
rule she is not interested in the mechanics of the car, 
most women believing that all cars of today are well- 
built. 

“While we believe that ‘selling the woman’ is most 
important, we do not overlook the man of the house by 
any means. To him we explain the excellent mechanical 
features of the car, our service facilities and similar 
points. But we know that if his wife has been con- 
vinced we have an active friend in court.” 

And don’t get the idea that the girls bluff a knowledge 
of the mechanics of the cars they sell. Long ago they 
realized the importance of having such information at 
their fingertips. Before she took to selling, Miss Neil 
was an ardent motorist and capable of mastering most 
any sort of mechanical trouble. To keep abreast of 
mechanical changes and give the matter detailed study 
required no exertion on her part when she became a 
dealer. Miss Stockwell’s knowledge of foot pedals and 
mechanics concerned chiefly pianos. Educated in music 
in Chicago, she spent a number of years as a profes- 
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sional accompanist and also taught pianoforte previous 
to entering the automobile business. When she took 
to selling cars she wisely saw the need of knowing her 
product from bumper to tail light, and accordingly set 
herself with a will to the task of acquiring all the 
mechanical information her work required. 

The business of Neil & Stockwell Motor Co. is op- 
erated upon a strictly cash basis, which eliminates 
much detail. The office is under the supervision of 
Miss Stockwell, and the parts department is under Miss 
Neil. It might be supposed that when two women took 
charge of a dealer establishment, they would make it 
resemble a lady’s boudoir. Neil & Stockwell have 
carefully avoided this ridiculous extreme. The garage 
is always kept neat and clean, without resorting to 
fussiness. New and used cars are never permitted to 
stand around dirty, and the showroom always carries 
tastily arranged decorations typical of the season. All 
used cars are reconditioned and repainted before they 
are sold. 

Both Miss Neil and Miss Stockwell are members of 
the National Business and Professional Women’s Club. 
They feel that the opportunities for women are great 
in the automobile field. 

“However,” they say, “the woman must become im- 
mune to public opinion and time-worn prejudices. Com- 
petition is keen and one will find many disappointments 
hard to take. It is not absolutely necessary to be 
trained in salesmanship at the outset; consistent, un- 
tiring effort with capable supervision will bring desired 
results.” 

And they reveal their business credo when they say, 
“Believe in the goods you are selling, know your prod- 
uct, and place it before the prospect in a capable, busi- 
ness-like manner.” For feminine consumption they 
tender this bit of wisdom: 

“The woman who flirts with the idea of taking up 
automobile selling will be sadly disillusioned, and quick- 
ly, if she expects to walk down a primrose path strewn 
with prospects to be picked as easily as roses from a 
bush. This business of selling means work, concen- 
tration on your prospect, and calling not once but re- 
peatedly. Quoting Alfred P. Sloan, president of General 
Motors Corp., as from a recent article in MoTor AGE, 
‘Without hard work nothing can be accomplished.’ ” 





Follow-Up Proves a Sales Gusher 
(Continued from page 27) 


side the city and wants the car ready by the time she 
has finished her shopping. If it is at all possible to ac- 
commodate her, the shop force does that. Mr. Vin- 
cent knows how important it is to her that the car 
be ready on time. However, if the nature of the work 
is such that it cannot possibly be done in a satisfac- 
tory manner within the specified time, this is explain- 
ed to her in such a way that she can see it is to her 
advantage to leave the car a longer period for serv- 
ice or bring it in again when she will have more time. 
This method holds friends among owners. 


Mr. Vincent also has splendid facilities for taking 


care of shop work for a city of the size of Olean. 
His showroom is a structure of two stories of which 
only the ground floor is used for business purposes. 
The paint department is immediately in the rear. 


A part of the service plan, also, which backs up the 
contact of his salesmen, is the thorough recondition- 
ing of practically all used cars, including painting. 

Used cars in this establishment are sold without 
guarantees of any kind but the salesman has author- 
ity to let it be known to the prospect that the Nash- 
Olean Co. is back of every one of them with its rep- 
utation. 

In other words, the salesman sells every car for 
just what it is, a completely overhauled and repainted 
car. So far as the salesman knows, and so far as the 
service department knows, the car is in first-class 
running condition when it is delivered. If it develops 
that something has been overlooked in its recondition- 
ing, or if minor adjustments are needed, the customer 
is given to understand that the Nash-Olean manage- 
ment will do the right thing. Moreover, the manage- 
ment makes this policy “stick” to the extent that it 
is practically a guarantee without being called by 
that name. 
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“The Used Car (suara 


~And a Tulsa Distributor Tells 


Why, in Fis Opinion, 
This is So 
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HE used car guarantee is the bunk!” 
That is the opinion of J. T. Forster, presi- 
dent of the Forster-Davis Motor Corporation, 
Buick distributor of Tulsa, Oklahoma — an 
automobile man who has handled enough used and new 
cars to be entitled to an opinion. 

“It was not many years ago,” declared Mr. Forster, 
“that manufacturers and dealers began using the mile- 
age guarantee to sell tires. In a comparatively short 
while after that plan of selling was introduced, the race 
for big-hearted guarantees led to the point where the 
mileage guarantee was the dominant—and quite often 
the only—sales argument in favor of a tire. Most man- 
ufacturers and their dealers took a great deal of pride 
in advertising the fact that they guaranteed a thousand 
or two thousand more miles in a tire than promised by 
a competitor. 

“Eventually, however, the inconsistency of such sell- 
ing argument made itself recognized. Manufacturers 
and dealers at last realized that their guarantee plan 
was economically unsound, and unsatisfactory to both 
customer and seller. 

“Then they began to try to correct the evils that had 








Above is the used car lot of the 

Forster-Davis Motor Corp. 

where the used car guarantee is 
tabooed as “bunk” 


The headquarters of the 
Forster-Davis Motor 
Corp., Buick distributor 
of Tulsa, Okla., are shown 
ae at left 


J. T. Forster, president of the 

Buick distributing concern in 

Tulsa, who gives his opinions in 

this article on the guaranteeing 
of used cars, is at right 


accrued from that erroneous plan of selling; and they 
have succeeded to a degree. The average tire buyer 
today does not care so much about the mileage guaran- 
tee—seldom asks what it is. He has been trained to 
buy tire service, not just mileage. 

“Tf think that car dealers are running into the same 
error in selling used cars through a guarantee of per- 
formance and condition of the used cars. 

“There was a time, not many years back, when some 
dealer announced that he would guarantee all used cars 
for a period of thirty days. That was a revolutionary 
move and it created a lot of comment. Others followed in 
his footsteps. Today it is quite a common practice, and is 
looked upon, I believe, as a forward step in merchandis- 
ing, to offer a specific guarantee with each used car sold. 

“But there are a dozen hazards to trip the used car 
dealer with his guarantee selling plan, to one that caught 
the unsuspecting tire dealer, and the tire people saw 
their wrong and corrected it. I think that one of the 
essential steps in solving the used car muddle is the 
elimination of guaranteed used cars.” 

Mr. Forster has been in the automobile business for 
nearly a quarter of a century. He bought his first auto- 
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mobile in 1900 and owned one of the 
first four cars in the State of Pennsyl- 
vania. He has been selling automobiles 
in Tulsa since 1910. 

During a recent month the company 
sold 130 used cars without priceslashing 
or any outwardspecialeffort. During the 
same period 80 new vehicles moved off 
the sales floor. The firm seldom finds it- 
self really over-inventoried on used cars. 
It has the local reputation of getting all 
a second-hand car is worth and of cut- 
ting close in trade-in allowances. 

The company is making money selling 
new cars and it is not turning around 
and spending it in the used car market. 
Obviously its policy is not far wrong, 
in the matter of used car dealing. 

“One big weakness in the used car 
guarantee,” Mr. Forster continued, “is 
that nobody can determine just how far- 
reaching it is. The buyer thinks it cov- 
ers Just about everything, from punc- 
tures to timing. The dealer naturally 
wants to limit it to as narrow a field as 
possible. That is where the rub comes. 

“The dealer comes out and advertises 
quite fluently that he will guarantee his 
used cars for a period of 30 days. That 
sounds fine to the uninitiated used car 
driver, He goes down and investigates. 
Yes,’ the young salesman tells him, 
we guarantee that this car will per- 
form perfectly for thirty days. Of 
Course it will give you perfect service a 
lot longer than that; bu 
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t we are so positive of the condi- 
tion of the vehicle that we know we can afford to guaran- 


By 
Ruel McDaniel 


tee it to you for a period of one month.’ 

“The purchaser takes out the chosen car, 
making his down payment. ‘It’s guaranteed 
for a whole month, eh?’ he muses to himself, 
and forthwith he begins watching for any lit- 
tle imperfection that will give him an oppor- 
tunity to take the car back to the dealer and 
make him make good his liberal guarantee. 

“It’s a poor driver who cannot pick a 
flaw somewhere in the average used car in 
a month’s steady driving, especially along to- 
ward the last of the period covered by the 
guarantee when he realizes that the time is 
short in which he can get adjust- 
ments free. . The moment he finds 
an excuse for taking back the ve- 
hicle, back he goes—demanding 
that the dealer make good his 
guarantee. 


“Perhaps there is a sticking 
valve. The service manager says 
that the valve sticks because the 
car was permitted to get too hot; 
or maybe it was because the owner 
had been tinkering with it him- 
self. At any rate, the fault is all 
the owner’s. Of course he can’t 
expect the company to guarantee a 
car against carelessness. That is 
expecting a little too much. 


“Or perhaps it is some other 
trouble even more obviously the 
fault of the owner. I have even 
heard of used car purchasers trying to 
collect on their guarantee because a tire 
blew out just before the expiration of 
the thirty-day period. The point is, when 
a used car owner knows that he has a 
‘come-back’ at the dealer if anything goes 
wrong with his purchase, he is constantly 
watching for an excuse to make the dealer 
make good his guarantee. As a matter of 
fact, he feels that a part of his agreed pur- 
chase price was to cover that guarantee, 
and unless he gets the benefit of it, he is 
not getting his money’s worth. 


“When the owner does find something 
wrong with his car and goes back for an 
adjustment, if he doesn’t get it, he is dis- 
gruntled. It is a diplomat indeed who can 
refuse to do a job, even though plainly not 
covered under the guarantee, and yet re- 
tain confidence and good will. 

“T know, because I have had many used 
car customers come here and complain that 


(Turn to page 40, please) 
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The Service Salesman. 


(Over 


He Never Sells a New (ar, But 
Sale Each eonth 





SERVICE SALESMAN who sells 
nothing but service on one make of 
car, gives service and does minor 
repair jobs in the field, estimates on a 
flat rate the charge for shop work, 
brings in the car when the owner is 
otherwise occupied and returns it to 
him when the job is done, and never 

attempts to sell either a new or used car, is one of the 

most important factors in the development of the 

Franklin-Tennant Motor Company’s store in Oakland, 

California. 

Profit on the work done and sent in by this service 
salesman very nearly pays the overhead for the serv- 
ice and repair department of the company. Beyond 
this, the prospects whom he sends into the office buy, 
on the average, one new Franklin a month all the year 
‘round. D.J. Thornton, manager of the store, consid- 
ers the “properly-trained service salesman the best 
investment the automobile dealer can make.” 

This retail automotive store is peculiar in several 
ways, aside from its establishment of the service 
salesman. While it belongs to the Franklin-Tennant 
Motor Co., of San Francisco, it is not a branch or a 
department; neither is it a factory branch. It is a 
separate store, operating on its own basis, selling 
Franklin automobiles in its territory on the mainland 
side of San Francisco Bay, just as independently as 
if it were located in Los Angeles or some other dis- 
tant city. It maintains a fully-equipped service sta- 
tion and repair shop, but makes no attempt to give 
service or repair any car but the Franklin. Its serv- 
ice and repair men are all factory-trained, and they 
make a specialty of keeping Franklin owners satis- 
fied by maintaining their cars, no matter how old, in 
good condition. 

In the sales department, greater attention is paid 
to re-selling the Franklin owner than to finding a 
new buyer. Similarly, in the used-car department, 
which is the most carefully watched of all sections of 
the store, the only cars which are rebuilt are Frank- 
lins; other used cars, of which few are taken in, are 
either sold “as is,” with clear announcement to the 
buyer of this fact, or are merely reconditioned. An 
average of one used car a day is sold. 

The result of this rather unusual method of han- 
dling cars is that Mr. Thornton has built up in Oak- 
land, Berkeley, Alameda, Piedmont, and half a dozen 
other cities and towns, a Franklin clientele, who come 
to him for repairs and service, and for a new car. 
More than this, he claims, and his sales indicate that 
he is right, every one of the satisfied customers is a 
salesman who can be depended on to send in at least 
one buying prospect every year. 

But the factor by which this business has been ex- 
panded and developed, more than any other, has been 
the service salesman. This man’s name is E. A. 
Krisher. He is a graduate of the automotive engi- 
neering department of the College of Engineering at 
the University of California, and Mr. Thornton is of 
the belief that every service-salesman should be so 
trained, and able to do himself every repair necessary 
to the car he represents. 

This man is paid $100 a month, flat salary. For 
every used-car prospect he sends in who buys, he re- 
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ceives $10. for every new-car customer he turns in, 
he gets $20. These bonuses are paid immediately on 
the sales of the cars. This man drives a Franklin of 
an old model, largely to demonstrate to owners of this 
car that an old model can be kept in good condition 
through the care and service given it by the Franklin- 
Tennant Motor Co. Now and then, he goes out in a 
Franklin built in 1902—25 years ago—and surprises 
Franklin owners with a demonstration of what this 
quarter-centenarian can do with skilled upkeep. 

The service salesman calls on no one but Franklin 
owners. He tries, and usually succeeds, to see every 
owner in the store’s territory at least once a month. 
He goes over the car with this owner, listens to his 
complaints, kicks, or what have you, tells him what 
is the matter, if anything, shows him how to keep his 





Edward Krisher, the service salesman for 


the Franklin-Tennant Motor Co., of 
Oakland, Calif. 
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car In the best possible condition, informs him if any 
repairs are needed, makes them if he can do so with 
the kit of tools in his own car, or writes down for him 
just what these repairs or this service will cost in the 
shop. These figures are adhered to strictly by the 
shop foreman. The service salesman makes a car- 
bon-paper copy of the estimate he gives the car- 
owner, and this figure is charged the latter when he 
brings the car in. 

If, for any reason, the owner of a car needing 
Service or repairs cannot take his car to the shop, 
the service salesman leaves his own car at the home 
of the owner, and takes the latter’s automobile down 
to 2800 Broadway, where the work is done. If nec- 
"ssary, the owner of the car drives the service-sales- 
man’s car while his own is in the shop. If the owner 
Who brings in his car to be serviced or repaired, needs 
another car for the few hours or days while the job 
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Store of the Franklin-Tennant Motor Co., in Oak- 
land, Calif. 


The service salesman explains the air-cooling system 
to a Franklin owner. He calls on every Franklin 
owner in the territory served by his company 


is being finished, a used Franklin is furnished him, 
without charge except for gasoline and oil, from the 
used-car department. 

In spite of all these accommodations, no service or 
repair is done free of charge. Mr. Thornton has dis- 
covered, along with other dealers, that service can- 
not be given away, and if Service Salesman Krisher 
does a job for a Franklin owner at the latter’s home, 
he charges for it, just the same rate as would be 
charged in the shop. It is obvious that the service 
salesman for such a position as this must be a trained 
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chanic, especially 
well-grounded in the 
construction and 
operation of the car 
sold by his employer. 
Krisher is all of this, 
and so successful has 
his work been that 
Ralph Hamlin, who 
operates a big 
Franklin store at 
Los Angeles, has put 
on a traveling sales- 
man for service on 
the same basis as the 
one used by _ the 
Oakland house. 

“One of my principal reasons for trying the serv- 
ice salesman idea,” said Manager Thornton, “was that 
I very speedily found that salesmen—whether for new 
or used cars—will not call systematically on the own- 
ers of the car they sell. Just why this is, I do not 
know, but it is a fact. Coupled with this was the fur- 
ther condition that the service given by the previous 
Franklin dealer in Oakland had not been so wide- 
spread or so good as it might have been. I deter- 
mined to put my store in the closest possible touch 
with the owner of every car of the make I sell in the 
territory where I sell. 


“The results have all been good, and they have been 
numerous. The salesman straightens out service 
kinks smooths over complaints, shows the owner ex- 
actly how he can get the greatest service and the max- 
imum comfort out of his car, makes that owner not 
only a friend of my store and my service department, 
but a continuous owner of Franklins. I am fixed in 
the belief that the present problem of selling automo- 
biles is to be solved only by the supplying of as near- 
ly perfect service as can be maintained. The man 
who is satisfactorily serviced, day or night, on his 
car, is going to buy another car where he can get that 
same service, and he is going to recommend, not only 
the car, but the service, to all his friends. 


“In addition to these psychological results, we have 
had the very pleasing financial results of profits di- 
rectly attributable to the work of the service sales- 
man, which very nearly care for the overhead of the 
service department. We average one customer a 
month for a new car as a result of his work, and, 
while we cannot trace used-car sales directly to his 
efforts, we average a sale of one used car a day the 
year ’round.” 


As has been said, this service salesman is not per- 
mitted to sell new or used cars, or anything but serv- 
ice. Though he had completed the long and arduous 
course in automotive engineering at the University 
of California before he joined the Franklin-Tennant 
staff, Mr. Krisher was given three weeks’ intensive 
training in the service and repair shop. When he fin- 
ished this course, he not only knew how to handle au- 
tomobiles in general, but how to service and repair 
the Franklin in particular. His car was equipped 
with a complete line of tools and a small stock of 
parts for field repairs, and he produces considerably 





Sales and service staff of the Franklin-Tennant Motor Co., Oakland, 
Calif., with D. J. Thornton, manager, at the extreme left of the 
standing row 


more than his salary 
in gross income for 
these repairs, alto- 
gether aside from 
the jobs sent into 
the shop. 

In spite of this 
material return, 
however, Manager 
Thornton holds that 
the greatest gain 
from the _ service 
salesman is the crea- 
tion and mainten- 
ance of good-will be- 
tween the owner and 
the automobile store 
and shop. The serv- 
ice salesman has been filled with the idea that it is his 
objective to get every Franklin service and repair job 
in the territory. He gets, of course, every possible co- 
operation from the service station and the repair shop. 
A man is kept on the floor until 9 o’clock every night 
and the service shop is open holidays to the extent that 
one man is kept there to call an available mechanic 
for immediate service. 


A large towing and service car is maintained, and 
is at all times at the call of the service salesman, or 
of any Franklin owner. This enables the service 
salesman to make telephone connections with the 
shop, leave instructions for the tow-car man, and go 
on to the next owner. He pays no attention to any 
service or repairs on any car other than the Franklin, 
and does not call on any one except owners of this 
car. 

Special attention, too, is paid to the prospects who 
are sent in, either in person or in the form of “tips” 
to the manager. 

“We do not all of us realize that the prospective 
customer is a stranger,” said Manager Thornton. 
“More times than not, however, we treat him as a 
stranger, sometimes as if he were a suspected char- 
acter. My salesmen and myself make him at home. 
In fact every owner of the car I sell is welcomed to 
make himself at home in my office, rest, write his 
letters, smoke, meet his friends, make other business 
deals, if he so desires. We never hurry him, any 
more than we would hurry a new customer. 


“The service salesman is a liaison officer between 
the Franklin owner and the Franklin dealer, and we 
must and do accord to the incoming owner or pros- 
pect the very warmest and most open welcome we 
know how to give. The first thing the automobile 
dealer must establish in the mind of the prospective 
customer, or the owner, is confidence—both in the 
car and in the dealer. Without that confidence no 
dealer can hope to continue to sell automobiles, and 
it is the secret of the seemingly marvelous sales made 
by some dealers. 


“There is one salesman working for me who sells 
more cars, all the year ’round, than all my other 
salesmen put together. He does it simply by ‘visit- 
ing with’ the prospect. He is never too busy to talk 
with a Franklin owner or a prospect, not only about 

(Turn to page 40, please) 
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Hen -Adams Dealt in Cattle Until 
Two Years -Ago, and Last 
Year He Sold 125 Used 
and /) New (ars 


By William J. Johnson 


lief that salesmen are just naturally “born” and 

not made. The more open-minded executives will 
stretch a point in the admission that now and then a 
Salesman is developed, but way down deep in their 
hearts feel this type really had it in them at birth. 

But to deal with the natural-born type, there is an 
individual in Canton, Conn., a small place in Hartford 
county, who up until two years ago never sold a car 
nor entertained any thought of doing that sort of thing. 
Cattle claimed him. Therein was livelihood and a darned 
good time as well, for the dealer met the entire country- 
Side and, being country-bred, why of course that was 
sustenance to him and more. 

Two years ago last autumn Carl R. Lane, wholesale 
manager of the A. C. Hine Co., Hartford, Conn., state 
distributor of the Oakland and Pontiac, analyzing the 
used car situation which has assumed distressing propor- 
tions, decided that the countryside was a good bet for 


Tiiiet th are sales executives possessed of the be- 






Henry C. Adams, who dealt in cattle and now deals in cars 


moving used vehicles. Being country-bred and thor- 
oughly versed in the art of wresting a livelihood from 
the soil, Lane was able to view the situation from the 
countryside angle. 

Selecting five of the best used cars in stock that 
could be sold at a fairly good figure and taking as many 
salesmen, Lane headed for Canton and hunted up Henry 
Adams. The conversation ran something like this: 
“Hen, we are doing the country folks a tremendous fa- 
vor. They need transportation. They are too busy to 
come to Hartford so we have brought five of the finest 
used cars we have in stock. We want you to come along 
with us. You must know folks out here that want cars. 
We will pay you well for your help.” 

Hen was agreeable and he climbed in alongside Lane 
and told him where to drive. Arrived at the destina- 
tion, Lane in the fashion that the best city slicker can 
not hope to imitate convincingly, said, “Folks, you need 
cars. You are too busy to come to us, so we have come 
to you. Henry Adams is going to sell these cars to you. 
You all know Hen; vou know his word is good. Now 
take one of these cars, try it and you’ll want to buy it.” 

Carl Lane knew his book. The farmers took to his 
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chatter. They knew him, they knew Adams. The first 
crack out of the box, three of those five cars were sold. 
Therefore that theory was tested and proved to the ex- 
tent of sixty per cent. 

But getting down to brass tacks, this was but the 
start. The Hine company desired to reduce inventory 
of used cars. 
duction. Did he reduce? He did. And how much did 
he reduce the Hine stock? That autumn and the fore 
part of the winter Hen knocked off 32 used cars. Not 
so bad for a beginning. The cattle man had sales abil- 
ity, hence the 32 sales. The day before Christmas 
there came to Adams a substantial commission check for 
those used car sales. Now in a sense all this was so 
much velvet. Henry did some thinking. 

Wholesale Manager Lane had it in mind to appoint 
Adams as the Oakland and Pontiac new car dealer in 
that territory. He did. And how well has Henry 
Adams spread around the Oaklands and Pontiacs? Well 
enough to rate third highest man in New England in 
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the November and December big game hunt. He was 
exceeded by the winner by but 75 points and by the 
second man by a point or two. | 

Now here is the meat of the cocoanut. The distribu- 
tor covering the whole state has much to do in the cities. 
and the country is not to be neglected. Adams demon- 
strates that the small-town dealer, known to the entire 
countryside, can sell cars. He is an important unit in 
the distributor organization. 

Adams is more than a type. He is individual and 
gets a whale of a kick out of merchandising Oaklands 
and Pontiacs. He does not care a darn what the weath- 
er may be or the condition of the roads, when a pros- 
pect is about ripe to annex his signature, Hen is there. 
And his city brethren ask, “How does he do it?” 

And though well on the road to success, Henry is the 
same good fellow he has always tried to be. He de- 
cided a while back that he ought.:to have a sales empo- 
rium of a sort to do credit to the town. He has it. 

In 1927 Adams sold 75 new cars and 125 used ears. 





‘The Used Car Guarantee is the Bunk!” 


(Continued from page 35) 


dealers have refused to make good their guarantees 
and for that reason they’re not going to patronize them 
again. I believe that our record for repeat sales of used 
cars to former buyers is well above the average, and I 
credit that fact to our policy of refusing to guarantee 
even the slightly used car.” 

In talking with a prospect, the company’s salesmen 
tell him how far the car has run, just what has been 
done to it, and what it cost to make the repairs if the 
customer cares to know. Furthermore, the salesmen 
tell any prospect the name and address of the former 
owner of the car, and give him the date of the original 
sale of the car if that data is available. It is up to the 
prospect to determine whether or not the vehicle is 
worth the price asked. 

When he does buy it on this basis, the transaction is 
definitely closed. Obviously the company hides nothing, 
tries to “put over” nothing on a customer. Otherwise 
its reputation and standing in the community would 
suffer, and these factors are the elements that make 
it possible for a firm to sell used cars devoid of the guar- 
antee. It all goes back to the basic principles of suc- 
cessful merchandising—honesty and square dealing. 

The firm has a novel plan by which it reconditions 
its used cars. Instead of doing all the repair work in its 
own shops, it limits such work here to Buicks. If the 
car taken in is a Reo, it goes to the local Reo dealer or 
distributor for overhaul in his service department. If 
it is a Studebaker, the local‘'Studebaker service depart- 
ment gets the job, and so on down the line. The com- 
pany does not even attempt to work on Fords taken in. 

“We have kept cost figures on repairs,” declared Mr. 
Forster, “both for work in our own shops and in the 
service departments of other dealers and distributors. 
We find that as a rule the concern that is selling a cer- 
tain make of car—let us say Hudsons—and has a shop 
specializing in Hudson service, it can turn out a job 
more economically than we can, specialists as we are on 
Buicks. We dealers and distributors tell our customers 
that we can serve them better than another garage be- 
cause we specialize in the make of car we sell. If we 
really believe that, how can we afford to attempt our 
own used car repairs, when it comes to the repair of 





cars which are not the make on which we specialize?” 

The company asks no special discount on service work 
done by others. It runs its jobs in, takes its turn and 
pays the regular service charge, the same as any car 
owner—and it pays. 





The Service Salesman Defrays the Overhead 
(Continued from page 38) 


the car, but about anything that interests the other 
fellow. He keeps himself well-informed on general 
business conditions, real estate, stocks, politics, home 
and foreign news, and while he may seem to be wast- 
ing his time and mine, I have yet to see him fail to 
make a minute pay. 

“This salesman just now is getting up at 5.30 a. 
m. to meet and take to his office a physician who 
leaves his home at 6.15 every morning. That doctor 
is in the market for a new car, with the warning that 
he will not pay more than $1,500 for it, but I would 
be willing to bet a good piece of money that my 
salesman will deliver him a Franklin soon. 

“Prospects, of whom neither the salesman nor my- 
self have ever heard, come in and ask for this man. 
Some of them want only a used car, but they have 
heard of his patience, his honesty, and his knowledge 
of automobiles; so they call on him. In the dullest sea- 
son he makes $400 or more a month, and he never ap- 
pears to be in a hurry. He once lived in Modesto, but 
only for a few months. Recently he went there for a 
week-end. When he came back on Monday, he had 
sold a new Franklin and a used one, without the buy- 
ers ever having seen either car. They had confidence 
in him and he had their checks in his pocket. 

“I am trying to train the service salesman to sell 
service on this same basis, and so far he has suc- 
ceeded in establishing such confidence in himself that 
his word goes with almost every Franklin owner in 
the territory. Incidentally, he and all my salesmen, 
my service and repair force and myself, are on the 
job at 8 o’clock every morning, not 9, or 10 o’clock, 
not even 8.05, but 8 a. m., sharp. The start is half 
the day’s business.” 
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Even though this lot is fairly wide the showroom is cramped and the accessory store has no adequate display, besides 
being small 


The Corner’s the ‘Thine 


A Corner Lot of Equal Area is More Valuable Than 
an Inside Lot. In This Layout, Noze the S pace 
Wasted in the Front Driveway 


Cm 


By Tom Wilder 


AM thinking of building a garage, size of lot, 59 ft. by 182 ft., alley in rear, street in front. The building is to be 


it two stories. Do you have a book of plans and drawings with estimates for sale, or where can I get this information? 


of tile block and brick front with glass. I will make it either one story or, if the cost is in my means, I may build 


“40° 


—Walter L. Baker, Baker Motor Company, 416 Broad St., Beloit, Wis. 


“VINCE we have so many calls for our service and 
there are so many waiting, we cannot give you two 
plans at this time. There would not be any great 

change in this floor, however, except that it would be 
used for storage almost entirely. A ramp would be 
built at one side, starting just far enough back of the 
entrance to permit a car to turn in past it nicely, and 

a System of columns would be introduced to support 

the second floor. The columns would be spaced to per- 

mit cars to be placed between them without loss—about 

20 ft. clearance for three cars, or 14 ft. for two, is the 

minimum distance. 


In the two-story layout, of course, the shop would be 
moved to the second floor on account of the necessity 
of better light, while the first would be used for storage 
With perhaps quick service if you have considerable. 
This could be at the extreme rear where the alley 
Windows would give light. 


In the two-story arrangement the showroom would 
probably be made larger and the second floor extended 
over the driveway, which in the one-story layout is 
left open to give light to the showroom and a saving 
in cost. 

If you decide to build two stories, we can give you a 
column and ramp arrangement later. Even though you 
build only one story now, and eventually plan to add 
another, you should build the one with the column, etc., 
in place, so that the addition will not mean tearing 
down part of what you have spent good money to obtain. 

We have an idea that with this building costing ap- 
proximately $20,000 and two stories about double that 
amount, that you will build the one-story job and when 
you outgrow it, sell out and obtain a corner location 
which will give you a much better display and a more 
handy garage and service department; also better light 
all through. 
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The Latest in Equipment for 








Manley Portable Floor 
Crane 


HIS new portable floor crane is 

designed as a convenient lifting 
device for small shops where space is at 
a premium, but it is convenient to have 
around a big shop as well, as it can be 
handled very quickly and easily. Some 
of the outstanding features of this 








crane are: A generous overhang; a 
cable hoist; bridge construction; hoist- 
ing mechanism on the back of crane; 
locking dogs; pushing handles; adjust- 
able length; operating crank at rear; 
strong and flexible base. The price of 
Model 62A, which is the one shown in 
illustration, is $98. The maker is The 
Manley Manufacturing Co., York, Pa. 





Welding and Cutting Torch 
HE Milburn Type RI is a combina- 
tion welding and cutting torch. 

This may be changed from one to the 
other by merely changing the tips. This 
is made to operate with either oxygen 
and acetylene, oxygen and hydrogen or 
other gases. The Milburn Type RI 
torch is extremely light in weight for 
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the wide range of work it performs, 
weighing only 40 ounces. The torch 
quite efficiently cuts or welds and is 
capable of work on materials ranging 


from the lightest metals and is capable 
of cutting steel upwards of 12 in. in 
thickness. The torch has only two gas 


tubes. The high-pressure cutting oxy- 
gen thumb button will remain fixed in 


either open or closed position without 
continuous pressure from the thumb. 
Booklet No. 172 describes this torch and 
other items of The Alexander Milburn 
Co., 1416-28 W. Baltimore St., Balti- 
more, Md., in greater detail, and may 
be had upon request. 





Electric Grease Extractor 
HE old grease in transmissions 
and rear axles is readily removed 

by means of the Warren electric grease 
extractor. This new type of extractor 
is a product of The Warren Refining & 
Chemical Co. of Cleveland, Ohio. The 
construction is interesting and _ the 
operation simple. The machine consists 
of a small electric motor which runs at 
6000 r.p.m. As will be seen this is 
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readily handled and controlled by means 
of the hand grip and switch. From the 
upper shaft of the motor a spiral ex- 
tends the length of the goose neck. A 
similar spiral is found at the lower end 
of the motor. When the goose neck is 
placed into the old worn-out lubricant 
and the motor is turned on, the spiral 
picks up this lubricant, forcing it 
through the goose neck and around the 
motor by way of the by-pass and out 
through the discharge tube. The dis- 
charge tube is 18 in. long and the spiral 
impeller is the full length of the tube. 
When discharging operation is com- 
pleted, the motor can be reversed and 
the same machine used for filling. 


Upright Air Compressor 
ILENT, vibrationless operation and 
economy of floor space, are the out- 
standing advantages of the Franklin 
Upright belt-driven compressor. This 
is a product of the Franklin Air Com- 
pressor Corp., Norristown, Pa. The 
driving motor is of % hp. capacity, di- 
rectly connected by belt to the large 





flywheel type driven pulley of the air 
compressor. The compressor is a single- 
stage, two-cylinder unit, mounted, with 
all necessary fittings on the upper end 
of the air tank. By means of an exten- 
sion cord and an attachment plug, the 
compressor is readily hooked to the 
power or lighting circuit of any service 
station or garage. 





Piston Aligner 
UBSTANTIAL construction and ac- 
curacy of workmanship are the 
outstanding features of the Breeze 
piston aligner. As will be seen, the 
piston and rod assembly to be tested 
is securely clamped to the mandrel by 





means of the large, lower connecting 
rod bearing. The piston is then checked 
for accuracy of alignment. This 15 
made by the Breeze Corp., Inc., 24 5. 
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the Automotive Service Shop 
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6th St., Newark, N. J. This piece of 
equipment sells for $45 and a complete 
set of arbors for taking all bearing 
sizes is $10 extra. 





Booster Pump 

OR busy tire service stations where 

it is essential to speed the work of 
the tire-applying press, the booster 
pump illustrated has been developed. 
This is a product of the Charles F. 
Elmes Engineering Works, Morgan & 
Fulton Sts., Chicago, Ill. 

This Booster pump can be_ used 
with any of their tire presses by 
arranging the press piping with a “T” 
to take the Booster pump line leading 
from the high-pressure pump to the 
press cylinder. 
Into this “T” 
the high-pressure 
check should be 
connected by a 
nipple. The dis- 
charge pipe of 
the Booster pump 
connects to this 
check valve, and 
suction is con- 
nected to the 
pump suction 
tank. This pump 
is an electrically 
driven unit which 
can be located to 
suit one’s conve- 
nience. The motor 
is operated by 
a semi-automatic 
Switch usually 
located directly on the face of the 
press. When the operator moves 
the small control switch over to the 
contact point the pump immediately de- 
livers the pressure liquid into the press 
ram, causing the ram to move up rapid- 
ly. With this Booster the speed of the 
press ram is about seven times that ob- 
tained from the standard tire press 
pumping unit, or approximately 30 in. 
per minute, 
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Gear and Wheel Pullers 

Aes G the items of equipment made 

by the Breeze Corp., Inc., 24 S. 6th 
St., Newark, N. J., is a complete line 
of gear and wheel pullers. Due to the 
large screw with fine thread, maximum 
pulling power with great durability is 
obtained. The pulling claws are adjust- 
able for different diameters and dif- 


ferent lengths of gear and wheel hubs. 
The tool can be adapted to a wide 





variety of pulling jobs. The No. 1A 
size gear puller is illustrated and sells 
for $12.50. The No. 1 gear puller sells 
for $9.75. The difference between this 
one and the No. 1A is that the No. 1 
puller has one set of arms but is minus 
the extra set. 
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Universal Vise-Grips 

NIVERSAL VISE-GRIPS consist 

of a pair of detachable compen- 
sating jaws, that can be used on any 
vise to hold any shape, by simply plac- 
ing on the regular vise jaws. The 
manufacturer claims that these grips 
will hold any irregularly § shaped 
material without the need of putting on 
abnormal pressure, and also that there 
is no danger of marring or jamming 
the lightest or heaviest pieces held. 
The Vise-Grips are made of hardened, 
polished steel and are said to stand any 
pressure the vise will stand. These 
grips are manufactured in two sizes—4 





and 5—to take of vises from 3 to 6 in. 
The No. 4 size sells for $8.50 and the 
No. 5 for $9.50. The United Hardware 
& Tool Corp., of 74 Reade Street, New 
York City, are sole distributors. 


Van Dorn Model F Valve 
Refacer 


NEW valve refacer, known as the 

Van Norman Model F, is being 
offered by the Van Dorn Electric Tool 
Co., Cleveland, Ohio. This machine has 
the accuracy of a collet with the range 
of a chuck. This chucking method em- 
ploys a double grip collet and secures 
the valve at two places 3 in. apart on 
the stem with six points making simul- 
taneous contact. It is of simple con- 
struction, there being no adjustment 
necessary for alignment. All the con- 
tact points are hardened and ground. 
The range of the double grip eollet is 
from 5/16 in. to % in. stem diameter. 
Accuracy within .001 in. is guaranteed. © 
Valves with head diameters up to 4% 
in. can be refaced to any angle from 30 
to 50 deg. on this machine. Wheel head 
is full ball bearing with take-up adjust- 





ment. Single fiat belt drives both the 
wheel head and the work head. The 
work head is driven through flexible 
shaft, worm and worm gear. The motor 
used is a heavy duty, high torque type 
motor that maintains a constant speed. 
The work head is movable and grad- 
uated for settings at 30, 40, 45 and 50 
deg. Smooth running adjustable sleeve 
type bearings are used in the work 
head. The slides are permanently ad- 
justed for proper tension and protected 
against grinding dust. The valve is fed 
to the grinding wheel by use of two 
hand screws. This valve refacer is also 
equipped with diamond pointed dress- 
ing tool for accurate dressing of both 
sides and face of grinding wheel. Vee 
block on top of the work head makes 
it possible to resurface tappets and end 
of valve stems. Valve reseating tools 
can also be sharpened on this machine. 
A special attachment can also be fur- 
nished for grinding rocker arms. This 
is a convenience that makes possible 
more accurate valve adjustment. 
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The Newest in Accessories 








Kant-Rust Combination 
HE KANT-RUST PRODUCTS 
CORP., of Rahway, N. J., are 

offering to dealers a special combina- 
tion of one gallon can of Kant-Rust 
and solid brass torch type gun packed 
in special carton for $8 complete. 
The new torch-type gun offered is of 
one-quart capacity and is filled by re- 
moving plug in bottom of container. 








It is made of solid brass with rein- 
forced handle and pump. It has an 
air capacity sufficient for lubricating 
two or three cars and shoots a fine 
stream—not a spray—a distance of 
10 ft. A self-cleaning patented needle 
valve point, automatically cleans hole 
in nozzle every time valve is closed. 
This gun can also be used for cleaning 
motors. 





Saf-De-Lite 
HE Saf-De-Lite is the light with 
a patented shield that provides 
safe, long-range driving visibly with- 
out eye-strain or discomfort, and is de- 
signed to make night driving as safe 
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as daytime motoring. Safe-De-Lites 
are mounted beneath the regular head- 
lights. They project a long, low, power- 


ful beam directly ahead and to the 
right. They light only the right half of 
the road and show clearly the curb, 
bumps, curves, unlighted vehicles or 
pedestrians, for a great distance ahead. 
This accessory is manufactured by the 
Saf-De-Lite Corp., of Connersville, 
Indiana, and is sold exclusively by The 
Zinke Co., 1323-25 S. Michigan Ave., 
Chicago, Ill. 


R. & R. Products 


HE R. & R. super-power cylinder- 

head equipment for the 1928 
Chevrolet, is one of the latest products 
of the R. & R. Mfg. Co., Anderson, Ind. 
This cylinder head has an inverted 
manifold located on top which gives a 
direct draft down against the intake 
valves, thus resulting in more complete 
filling of the combustion chamber. Fuel 
is furnished to the carburetor by an 
electric Autopulse. This head sells for 
$89.50 complete with carburetor, Auto- 
pulse, manifold and with all necessary 
fittings to make the installation. The 
racing cylinder-head equipment comes 
complete with two 1% in. Zenith car- 
buretors; two Autopulses and all neces- 








sary fittings for making installation. 
This company also supplies pistons 
of proportions which make it possible 
to obtain any desired compression ratio 
in the Chevrolet engine. In addition 
to racing equipment and parts designed 
for developing high speed in Dodge and 
Ford cars, a new four-in-one drive has 
also been brought out. This is designed 
primarily for race car or marine serv- 
ice. This drive is mounted on the front 
of the Chevrolet engine and is driven 
through the timing gears which drives 
a cross-shaft. The cross-shaft drives a 
magneto and a two-gear water pump. 


In addition a two-gear oii pump is also 
included for pressure oiling. On the 
back of the mounting the shaft is ex- 
tended for convenience in extending a 
Tachometer drive. 





Skinner Moto-Mute 
ILENCING the knocking and slap- 
ping of loose pistons is the purpose 
of Moto-Mute, an entirely new product 
of the Skinner Automotive Device Co., 
Inc., 2225 Dalzelle, cor. Fourteenth, 
Detroit, Mich. As will be seen from 
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the illustration, Moto-Mute is a coil 
spring which surrounds the upper end 
of the connecting rod. One end of the 
coil bears against the side of the piston, 
thus preventing the piston from being 
free to slap from side to side. 





New Radiator Ornaments 
NIQUE and unusual are the radi- 
ator ornaments imported and 
distributed by Nil Meloir Co., 100 West 
56th St., New York City. The ornament 





shown is only one of many equally dis- 
tinctive ornaments handled by this com- 
pany. The one illustrated represents 
the heron. 
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Ez-Chain-On 
ROTEX-A-MOTOR MFG. CO., of 
Pittston, Pa., are offering a very 

useful and practical accessory in their 
Ez-Chain-On, which name explains its 
use. This is a spring clamp which fits 
snugly over 
the tire, mak- 
ing it possible 
to put chains 
on tightly 
without jack- 
ing the car. 
The chains 
are securely 
fastened to the 
clamp, the clamp snapped in place on 
the tire, thus making chain installation 
easy and without soiling the clothes or 
hands. This list price of the Ez-Chain- 
On is 35 cents each, or 65 cents for two. 








Ventilated Piston Rings 

HE AMERICAN HAMMERED 

PISTON RING CO., Baltimore, 
Md., announces the development of a 
new type of ventilated piston ring. 
The new ring is characterized by 
large, closely spaced slots through the 
center. Above and be- 
low these slots are an- 
nular grooves. The 
ring is hammered 
in the _ characteristic 
American Hammered 
way. These rings have 
been designed particu- 
larly for modern high- 
speed motors and there 
are four scraping edges 
to remove excess oil 
from the cylinder walls. 
The large vents drain 
off the excess oil very 
rapidly because the ten- 
sion created by the ham- 
mering operations holds 
the scraping edges 
in firm contact with 
the cylinder walls at all speeds. While 
this new ring is designed primarily to 
remove excess oil, the two annular 
grooves retain an ample supply of oil 
for lubrication at high speeds. 











Carpo Steering Wheel 
Covers 


A NEW item of equipment for gar- 
ages and service stations is being 


offered to the industry in the form of 
a cover which protects steering wheels 


from the grease of mechanics’ hands. 
This is the Carpo Steering Wheel Cover, 




















which is made of heavy, washable 
Khaki. This material is closely woven 
and neither oil nor grease will pene- 
trate it. This wheel cover is made by 
the Carpo Cover Company, 845 Eighth 
Ave., New York City, and is offered to 
dealers at a price of $6 per dozen. 





Manley Towing Chains 
ANLEY towing chains provide a 
reliable way of towing anything 
from a light roadster to a 7-ton truck. 
All chains have strong grabhooks with 
extra deep throats, designed especially 
for towing service, and the passenger 
car sizes have heavy canvas protection 
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at each end. Each chain is packed in 
a strong canvas bag, fitting compactly 
under the seat or in the tool box when 
not in use. The prices of these chains 
vary from $2.90 for the passenger car 
size to $10.70 for the 7-ton truck chain. 
These are made by the Manley Mfg. 
Co., York, Pa. 


Can Top Roughener for 
MS5 Vulcanizer 


N improved type of rubber rough- 

ener for use in roughening punc- 

tured tubes before vulcanizing is an- 
nounced by The 
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complete Shaler 
5-Minute Vulcanizer outfit, the im- 
proved roughener comes with every can 
of Patch-and-Heat units. The top of 
each patch-unit can now is the rough- 
ener. It has a larger and deeper rough- 
ening surface, and is of the screw type 
so that it cannot be easily lost. It has 
an inside backing to keep moisture out 
of the can. 





New Inner Ring 
HE Thompson Mfg. Co. of Peoria, 
Ill., announce their new design 
inner ring to be known as the Im- 
proved Apex. The ring is made of fine 
grade steel, especially designed for use 
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with lightweight pistons with shallow 
ring grooves, as well as the standard 
type. This Apex innering is made to 
stop oil pumping and piston slap and to 
increase the compression in new or old 


motors. 
V bumpers are made of cold- 
a rolled steel tubing, either 
nickeled, black or chrome plated. The 
special feature of these bumpers and 
bumperettes is the V-B bumper arms, 
which are cushion arms that absorb 
shocks from both directions and afford 
a shock resistance. This product is 
manufactured by Vosbikian Bros. & 
Co., 180 W. Oxford St., Phila., Pa. The 
prices range from $13 to $43 for the 
bumpers and from $22 to $32 a pair 
for the bumperettes. 





V-B Bumpers 
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Skinner Oil Reclaimer 
Action 


Will you please give me complete informa- 
tion on the action of the Skinner oil reclaimer, 
an automotive device ?—I. W. F., Charleston, 


W. Va. 


\ HILE we previously answered 

your question by describing the 
details of the Skinner oil rectifier, it 
has occurred to us that the description 
of the Skinner oil reclaimer would be 
of interest. This reclaimer is, as its 
name indicates, a system for reclaiming 
used cylinder oil. The diagram shows 
well the manner in which this is han- 
dled. Crankease drainage is first al- 
lowed to settle in tank A. This natural 
settling action causes much of the 
water and heavy solid matter to be 
separated from the oil, thus prolong- 
ing the life of the filters. 

The reclaimer itself operates under 
a rather high vacuum which reduces 
the temperature required for proper re- 
fining of the oil. When the machine 
is started this vacuum causes surface 
oil to be drawn in through the floating 
intake in settling tank A. The incom- 


ing oil is passed through a strainer and 
water separator B, and thence through 
condenser C where it assists in con- 
densing the vapors from still EF. It 
next enters preheater D and is further 
warmed by the refined oil leaving £. 
The oil is then passed into the elec- 
trically heated still E and its tempera- 
ture raised until the gasoline and other 
liquid impurities have been driven off. 
These vapors are taken to condenser C 
and condensed by the cool incoming oil. 
The condensate is periodically dis- 
charged from trap K and can be col- 
lected in a container L. The refined oil 
leaving still EF passes through preheater 
D where it gives up most of its heat 
to the entering oil. It is then drawn 
into pump F' and delivered at the top 
of the vapor separating tank H. Here 
any moisture which may have con- 
densed in the oil is allowed to settie 
out and vapors entering with the oil 
are also trapped in the upper compart- 
ment G and piped outside the building. 

Leaving the vapor separating tank 
the refined oil is brought into the filter 
chamber 7, and passed through a series 
of filters until the finest particles of 
dirt and abrasive are removed. The 


clear and refined oil is drained by grav- 
ity into the storage drum J, ready again 
to be used in the engine. 

This reclaimer is a product of Skin- 
ner Automotive Device Co., Inc., 2225 
Daizelle, Cor. Fourteenth, 
Mich. 


How to Add Acid to a 
Battery 


An almost new battery that I have been 
charging does not hold the charge, although all 
cells test the same with the hydrometer and 
voltmeter. This battery comes up to 1200 
on all three cells and also registers “dead 
battery’ alike. In other words, there doesn’t 
seem to be any local trouble in any one cell. 
At the request of the owner I put an ounce 
of 1390 solution in each cell which made it 
last 10 days longer on my customer’s radio. 
As I have read in Moror Ace that acid 
should net be added to a battery, I do not 
like to put in more until I am told how to do 
it. I have a battery of my own that I have 
charged myself for over 344 years, so I don't 
think the fault is in the manner of charging. 
The last time I had it I hooked a 15 amp. 
load on the battery which didn’t lower its 
voltage, but as this is a regular radio battery 
I didn’t like to take a chance of damaging it 
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for my customer. Please let me know what 


I can do to give this battery more capacity.— 
John L. Nelson, Symerton, III. 


iy is entirely possible that you will 
be unable to do anything to give 
this battery more capacity. We rather 
suspect that this battery is a low-priced 
one, possibly having few plates, and nat- 
urally having but low capacity. It would 
be worth your while to charge the bat- 
tery fully until each cell is gassing 
freely, the gravity reading 1.300 and 
the voltage of each cell between 2.5 and 
97 when the battery is stil on the 
charging line. Then take it off, and 
with an accurate ammeter arrange a 
number of electric light bulbs so that 
you get a 5 amp. discharge. We doubt 
if your customer’s radio discharges the 
battery at a much higher rate than 
that. In fact, it is quite probable that 
the discharge rate is lower. A battery 
may have a capacity rating of 100 amp. 
hr. Offhand one might conclude that 
this means 1 amp. for 100 hr., or a 
discharge of 100 amp. for 1 hr. That 
is not the case, however. As the dis- 
charge rate goes up, the ampere hour 
capacity is somewhat reduced. That is 
due to the sulphation which takes place 
on the surface of the plates, thus cut- 
ting off the capacity available in the 
interior of the plate. A high discharge 
rate reduces the porosity of the surface 
of the plate and consequently cuts off 
much of the battery’s capacity. If the 
battery is said to be a 100 amp. hr. 
battery for radio use, it would indicate 
that it was to be discharged at a low 
rate and that is why we recommend 
that you do not exceed 5 amp. 


Take note of the exact time at which 
the discharge test is started and at 
hourly interva’s check the gravity of 
each cell. Do not continue to discharge 
the battery after the gravity has 
reached 1.170. Multiplying the dis- 
charge rate, or 5 amp., times the hours, 
will give you the ampere hours capacity 
of your battery. Let us suppose that 
it carries this load for 15 hr. The 
actual capacity at this discharge rate 
will be 75 amp. hr. If you suspect that 
impurities have gotten into the battery, 
it would be well to fully charge the 
battery and dump out the electrolyte. 
Then fi:l the battery with pure distilled 
water and charge it for a period of 
2 hr. Then dump out the water and 
fill the battery with ¢.p. sulphuric acid 
of 1.300 gravity. 


Law Furnishes Protection 
by Implication 


Some time ago I was approached by a man 
| knew, on a proposition to erect a building 
on one-half of his lot, to be used as an auto 
repair Shop with the object of his building a 
hiling Station on the other half of the lot, 
pm he figured would be beneficial to both 
of us. 

[ put the building up and paid for it. As 
to the lease of ground, we made no provision 
a I did not question his honesty. Now I 
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have purchased half the lot and the way it 
is situated I have no way of getting in or out 
except over his lot. As to the right of way, 
the contract reads: “‘Second party is to have 
the right to use of a right of way over the 
front 57 ft. of said property, said right of way 
to be southeasterly of the filling station now 
built on said lot.’’ 

The man is expecting too much out of me, 
and I can see that things will not run any too 
smoothly. I am wondering if he can shut me 
off from using his lot to come in or out. 
The contract really does not specify the length 
of this privilege nor width of the right of 
way, and as this right of way is not located 
by an alley, I fear that complications might 
arise. How would the contract affect me in 
case he sells out ?—Iowa Subscriber. 














SHOP KINKS 
Meas that have proved useful 


N an emergency, when 

starter ring gear tooth 
is broken off and a new 
ring gear cannot be ob- 
tained, I repair the old one 
in this manner: 

The broken teeth will 
look much like the illus- 
tration in Fig. 1. They 
should be filed off, as 
shown in Fig. 2. Then 
earefully mark and drill 
holes to be tapped out and 
screw cap screws in as 
shown in Fig. 3. These 
cap screws should then be 
filed off as shown in Fig. 
4. It will improve the ap- 
pearance and spaces can 
be filled with solder or, if 
the welding outfit is at 
hand, not only the appear- 
ance, but the strength of 
the job can be improved 
by welding or brazing the 
screws together and to the 
face of the ring gear.— 
Dick Cole, San Quentin, 
Cal. 





Readers of Moror AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 
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{t appears you have agreed with the 

owner of the lot over which you must 
pass for an outlet. Regardless of an 
agreement, if your lot could not be 
reached except by passing over the 
seller’s lot, then the law will imply such 
an agreement or impose such right of 
use against seller’s lot. 

Since you have not agreed upon the 
size of road or passageway then the 
passageway must be of kind to per- 
mit your carrying the business for 
which the building was erected on your 
lot. Since you built a garage, then the 
passageway must be sufficient for an 
automobile passage. 

Your agreement specifies the location, 
and I take it the lot owner may select 
the passageway within the limitation 
“southeasterly of the filling station now 
building on said lot.” 

The right of way given to you over 
the other lot cannot be limited by 
grantor’s selling of his lot. 





Have You Tried This One? 


Can you give me any advice about putting 
a Dodge engine in .a Ford truck? I have 
heard that it has been done, but I don’t know 
whether it would be advisable to cut the 
frames and use the whole front end of the 
Dodge or whether it would be better to set 
the Dodge engine in the Ford frame by using 
an extra cross-member. 

I would also like to use the regular Dodge 
steering gear. That was the reason I thought it 
would be better to cut the frames and splice 
them together. Would there be a great deal 
of danger of twisting the driveshaft out? Any 
suggestion will be appreciated.—Wilhelm’s Tire 
and Service Station, Gillette, Wyo. 


E| do not have this information 

here, but if any of our readers 
have done this successfully, we shall be 
mighty glad to hear from them and will 
probably be able to publish the instruc- 
tions that seem most logical. A photo- 
graph would be a big help in making 
clear the manner of installing the en- 
gine in the frame. 





Hand-Controlled Spark 
On Pontiac 


On the Pontiac 1927, which has the auto- 
matic spark, I would like to know if I can 
put a dash control so as to adjust the spark 
by hand when needed. I can put on a lever 
to hold the timer shaft down in place and for 
attaching the hand control. What I want to 
know is if there is any danger of back-firing 
when used this way.—Sundvall Garage, Stock- 
holm, Wis. 


E can’t see why you would want 

to put this hand control on a 
fully automatic spark advance, but it 
can be done. There is a decided danger 
of back-firing if you run your hand 
control to an advanced position and 
then fail to return it for starting. How- 
ever, if you arrange this with a stop, 
so that you can return it to the normal 
position for starting, this should work 
out all right. 
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Another Siamese Ford 


Wants More Gas Mileage 


How can the gasoline mileage of the 
Chevrolet engine in the Model 16 be in- 
creased?—W. Brunnick, 627 Porter Ave., 


Wis. 

5 RAS your compression will 
probably improve your gasoline mile- 

age, though we do feel that your aver- 


age of 23.3 m.p.g. at the present time 
is quite good. 


Milwaukee, 


It is the matter of increased gasoline mile- 
age that interests me most. It is one of my 
hobbies to get the greatest possible number 
of miles out of a given number of gallons 
of gasoline. I am constantly on the lookout 
for new devices which might be helpful. If 
I am right it is the piston displacement that 
has the greatest influence on gasoline con- 
sumption. Is it in direct proportion with the 
number of cubic inches? 


No. Piston displacement does not 
give a direct indication of what the 
gasoline mileage will be. No engine 
ever fills its cylinder completely and 
consequently displacement alone does 
not indicate the amount of fuel that 
will be burned in a given time. The 
volumetric efficiency of the valves and 
manifold influence to a great extent the 
amount of fuel that will be taken in. 
Another factor is that of gear ratio. 
With a low ratio the engine turns over 
fewer times per mile than it would with 
a high ratio and theoretically should 
use less fuel. This is not always the 
case, however, as the throttle may be 
opened wider in order to get the power 
to pull the car with the lower ratio. 
On the other hand, if a high ratio is 
used, or if for any reason the car is 
running quite freely as under light load 
on good roads, the throttle will be par- 
tially closed and less fuel will be enter- 
ing the combustion chamber. I think 
this gives you the explanation of why 
displacement alone is not a reliable 
guide to the amount of fuel that an 
engine will burn. It is, however, true 
that the larger the engine, generally 
speaking, the greater will be the fuel 
consumption. 


There are a number of cars on the market 
with displacement of well over 200 cu. in., 
whose manufacturers guarantee 25 miles to 
the gallon, or some claim 20 to 30 miles to 
the gallon. Now I ask you why can’t a 


Chevrolet with only 171 cu. in., attain close- 
ly to 30 miles per gallon, with the under- 
standing of course, that the engine is in per- 
fect condition and the car free rolling? 


The Chevrolet not only can do that 
but frequently has done it, but under- 
stand that high mileage is rarely at- 
tained under average driving conditions. 
To make 30 miles per gallon with your 
Chevrolet it would be essential to have 
all tires pumped hard, everything roll- 
ing freely, good level country, no head 
wind and to drive constantly and mod- 
erately. Gasoline mileage is lost in 
idling the engine, as in traffic, for ex- 
ample, in sudden accelerating, in hard 
pulling against head winds, in sand, 
mud, snow, or up hills. 

For this calendar year my Chevrolet shows 
a mileage of 23.3 miles per gallon, 70 per 
cent of this being city driving. Now I con- 
sider that this is not enough. 

You may not feel that this is enough, 
but we doubt if you will be able to do 
much better than this on average run- 
ning, though you may do considerably 
better on cross-country runs provided 
you do not operate with wide open 
throttle. 

To improve my gasoline mileage I did the 
following things: Installed No. 15 main jet 
and No. 18 compensator jet in the Zenith 
carburetor. Put the engine in tip-top shape, 
seeing that it has high and even compres- 
sion. My oil mileage is 200 miles per quart. 

I am using Moto Meter spark plugs; the car 

is absolutely free rolling; Ethyl gas is used; 

thermostat and radiator shutters are used to 
keep the engine warm. Choke is used sparing- 
ly. I feel that the addition of different mani- 
fold that had a hot spot, would probably help 
my fuel economy. Why does the Chevrolet 

Motor Co. put exhaust and inlet manifolds 

on different sides of the block? 

Frankly we don’t know, but would 
suggest that you write to the Chevrolet 
company, for we feel sure that they 
would be glad to give you their reason. 
We have ideas as to why it is laid out 
in this way, but don’t know their ex- 
planation. | 


The Last Brush 


Can you please tell me when the manufac- 
ture of the Brush car was discontinued ?— 
Cummings Garage, Grand Island, Neb. 


pw production of Brush cars was 
discontinued during 1912. 


Motor Age 





A gain—the Siamese Ford 

In Moror Ace for Jan. 12 I saw a question 
from one of the readers on the subject of using 
two Ford engines together. I am inclosing a 
picture of one that I built and which was 
quite successful. I have run this car as a 4 or 
an 8, and either way it works quite well. If 
anyone cares to know more about it, I will be 
glad to tell them.—Ray E. Davy, Lynch, Neb. 


E certainly appreciate your 

thoughtfulness in sending in this 
picture, and we are glad to make use 
of it in Motor AGE. There may be some 
argument as to just how practical this 
installation is, but there can be no ar- 
gument regarding its novel features. 


Try a New Manifold 


We would like to know what is the 
matter with this Ford. The owner has 
had it to three of the best mechanics in 
the country and they have not found the 
trouble. Also we have tried and can’t 
locate it. This Ford jumps or _ hobbles 
when you go to pick up from low speed to 
high and does it all the time from the lowest 
speed in high to about 20 miles an hour. We 
have put.in new valves and it still does it. 
We have inspected the rings and pistons and 
found them O. K. We also tested the ignition 
thoroughly. We find that there is a slight bit 
of end play in the crankshaft. We have tried 
new timer and new carburetor and no results. 
We also installed new points on all coils. 
After the car gets above 20 miles an hour it 
runs as perfectly as any Ford. When we hold 
the coils down it runs along fine on each 
cylinder separate and idles fine while stand- 
ing still. The bearing and wrist pins are 
O.K. If you can help us out we will be very 
much obliged.—Knepper & Hartman Garage, 
Thurston, Ohio, Box 35. 


HE trouble that you are experienc- 

ing could be due to uneven compres- 
sion in the cylinders of your engine. 
We would suggest that you check for 
this with a compression gage, leaving 
the carburetor in one position through- 
out the entire test and making the test 
on each individual cylinder at exactly 
the same cranking speed. A variation 
in compression of over 3 lb. should be 
investigated. Uneven compression plus 
excessive play in the drive line will 
cause any car to jerk and buck when 
accelerated. Looseness of the rear 
wheels on the axle shaft, excessive play 
in the differential, a worn universal or 
a sloppy transmission, could all be 
causes contributing to this uneven Op- 
eration. However, if you can make the 
engine perfectly smooth the looseness 
in the drive mechanism will matter but 
little. 

Another common cause of the trouble 
that you are having is a defective manl- 
fold, or an air leak between the car- 
buretor and manifold or between the 
manifold and cylinder block. It is 4 
simple matter to test for such a leak. 
With the engine idling nicely you can 
conduct this test with an oil can filled 
with gasoline. Carefully squirt the 
gasoline on the manifold to cylinder 
block gasket and onto the gasket be- 
tween the carburetor and manifold. 
Any variation in engine performance 
will indicate an air leak. If no varia- 
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tion is noticed, then carefully wet the 
manifold with gasoline, as it is possible 
that there is an air hole in it. If there 
is an air hole, the gasoline will be 
sucked into the manifold and perform- 
ance will change immediately. 





Figuring Compression With 


Ratio Known 
In the December 22, 1927, issue of MOTOR 
Ace on page 47 you gave a chart of the com- 
pression ratio of some of the different cars. 
This was very interesting, but can you give 
me the approximate gage reading that one 
should expect from these cars when the en- 
gines are turned over at cranking speed with 
the throttle open. About what ratio would 
be 80 lb. compression?—Wm. E. Deisch, 1348 

E. Madison St., Portland, Oregon. 


E are showing a chart by which 

you can figure out the compres- 
sion pressure in pounds per square inch 
when the compression ratio is known. 
This chart is taken from The Gasoline 
Automobile, P. M. Heldt, of Nyack, 
N. Y. 

You will notice at the upper left 
corner of the chart that there is the 
wording “Initial pressure, pounds per 
square inch.” You will recall that at- 
mospherie pressure is usually taken as 
14.7 lb. per sq. in. at sea level. The 
initial pressure referred to is the at- 
mospheric pressure in the combustion 
chamber at the beginning of the intake 
stroke. Atmospheric pressure and 
volumetric efficiency of the entire intake 
system which would include valves and 
timing, intake manifold and carburetor, 
influence this reading. 

Working backward on your question 
as to what compression ratio would be 
necessary in order to give 80 lb. com- 
pression pressure, we can start at the 
right side of the chart at the Fig. 80. 
Go to the left until the line 80 inter- 
sects any of the diagonal lines between 
12 and 15. Should a combination of 
altitude or carburetor, manifold and 
valve design and timing give you an 
initial pressure of 13.25 lb. per square 
inch, you will find that dropping down 
to the bottom of the chart your com- 
pression ratio would be 4 to 1. 

Another thing affecting volumetric 
efficiency is the temperature of the en- 
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gine. It is practically impossible for 
one to know exactly what the initial 
pressure available in an engine is. You 
ean, for all practical purposes, merely 
assume that the initial pressure in any 
modern engine that is being tested at 


cranking speed of approximately 100 
revolutions a minute, is 7/10 lb. less 
than the atmospheric pressure at your 
particular altitude. In other words, at 
sea level an initial pressure of 14 lb. 
per sq. in. would be used. 





Gus and Joe Sledge-Hammer the Boss for a Raise 


(Continued from page 29) 


“IT cannot tell a lie,” began Joe, “Gus did it with his 

















passed through his head. How long would it take? 
Would Joe be too late? Why didn’t he hurry? 

And then a tussle at the front door. The door had 
not fully closed on the retreating stranger when a new 
hope flashed through Gus’ mind. They were there! Two 
policemen were actually at the front door. They had 
grabbed the stranger just as he was coming out. 

Joe was with the policeman. Joe was grinning. Gus 
stood trembling and sweating. Gus was not grinning. 

“So that’s why you dropped that dash light and ran 
down the alley to the police station. But how in thunder 
did you know the place was being robbed?” inquired 
Mr. Scott, as he surveyed the scene. 


little hammer.” ) 

“Did what?” asked Mr. Scott, still totally in the dark. 

“Remember when you bawled us out for talking to 
each other? Well, right then we decided to develop a 
code. We call it the ‘hammer wireless’ or ‘submarine 
telegraph.’ You’ve heard of that.” 

It was all clear to Mr. Scott now. 

“Boys,” he said, “I’m going to raise your pay next 
week—10 cents an hour. You’re a fine pair of sledge- 
hammer mechanics. If you have any important base- 
ball matters to talk over during working hours you may 


use my office so you won’t be bothered. But don’t for- 
get your code,” 
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Will Help Keep Henry’s Lady in 
Shape 

ENICK, W. VA.—MotTor AGE has 

been our standby ever since we 

got into the automobile business, and 

we believe with the help of the Clear- 

ing House we can service the “Lady 

that Henry made out of Lizzie.”— 
McKnight’s Garage. 





One Good Follow-Up Deserves 
Another 
EAUMONT, TEX.—I like Motor 
AGE from cover to cover. “It’s all 
good.” I can see that it is worth while 
to follow it up, and may you see it is 


worth while to have it follow me.—F’. 
W Davidson. 


A Lonesome Pine From Ole 
Virginny 
ARRENTON, VA.—Please put 
me back on your list again; I 


have missed your paper very much.— 
R. F. Ogden. 





M.P.to M.A. 
OWAN, IOWA—I sure enjoy Mo- 
TOR AGE. Your articles are full 
of good practical material, and C. Ed- 
ward Packer sure hands out knowledge 


to mechanics. More power to MOTOR 
AGE.—Charles H. Keith. 





Like Hash—But Well Done 

OWA CITY, IOWA—MotTor AGE— 

like hash—is made up of a lot of 
stuff but well done.— Bernard A. 
Hauher, Roy Motor Co. 





Another R. C. H. Fan 
NGRAM, ARK.—I have been a 
reader of Motor AGE for a number 
of years and find it very helpful, es- 
pecially the Readers’ Clearing House.— 
W. E. Throgmorton. 





“Berry” Good 
ROY, ALA.—I surely enjoy Mo- 
TOR AGE.—L. R. Berry. 








ETTERS to the editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Motor AGE or 
reads it over your shoulder. 




















Perennial Progress Produces 
Perennial Popularity 
AKLY, OKLA.—TI have been a sub- 
scriber to your paper for 12 years 
and it gets better every year.—W. D. 
Mauk. 





Laconic Laudation from the 
Windy City * 
HICAGO — Your publication is 
O.K.—L. L. Rocole. 





A Dealer’s Delight 
DMONTON, ALBERTA, CAN.— 
Motor AGE is a delightful maga- 

zine.—H. O. Shaw. 





He'll Miss Us if We Miss Him 
OTUS, IDAHO—I do not want 
to miss a copy.—R. G. Spaeth. 





Rishto! 
IXON, ILL.—I like Motor AGE 
all right.—E. E. Peterson. 





A Wonderful Magazine 
L DORADO, ARK.—yYour maga- 
zine is a wonderful magazine and 

I enjoy reading it—G. T. Cargile. 














Motor Age 

















He Misses the Book, Not 
the Money 

ENATOBIA, MISS.—I gave my 
subscription to Motor AGE to a 
solicitor some time ago but have never 
heard from it. I do not mind the money 
as much as missing the magazine. If 
it is possible to date this back to in- 
clude the show numbers it surely will 

be appreciated.—F'rank C. Thomas. 





More Enjoyable Than Any Paper 
. He Has Taken 
HELTON, CONN.—I never took a 
paper or magazine before that I 
get as much enjoyment from as I do 
from Motor AGE.—Wm. B. Wells. 





A Superlative From Hula 
Hula Land 
AHULIU, HAWAII, T.H.—I am 
a reader of MoTor AGE and must 
say it is the best.—Lowis E. Correa. 





All Things Come to—Etc. 
HICAGO, ILL.—Why not have 
more racing news, I think you 
have-had enough requests for it— 
Walter J. Beaulieu. 





Including the Back Numbers 
UMMERSIDE, PRINCE _ ED- 
WARD ISLAND—Send along the 
back numbers; they are all too good to 
miss.—Paul M. Harding. 





One Great Help 
A PLATA, MO.—MortTor AGE is one 
great help to any one in the auto- 
motive line.—Geo. W. Cook. 





The Right Idea 
INE BLUFFS, WYO.—I would not 
feel right to be without MOTOR AGE. 
—Henry L. Siemsen. 





The Last Word! 
IFFIN, OHIO—Mortor AGE, the 
last word in automobiles.—A. H. 
Carpenter. 
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Prices, Weights and Equipment of Current Passenger Car Models 
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Passengers ‘ te Passengers ; te Passengers . a te 
an Selr "Sa! Standard an Sel: &"S| Standard an Sel: S\s Standard 
Model ~ els = > Equipment Model o = 2 = ~ Equipment Model a= 3 = > Equipment 
| tant Chan ee Fisher” 24p SD Rdstr.. | 1595} 2|3005|aegh ess 
“Fisher” 2-4p. Sp. Rdstr. 595) 2)3005|aeghmnrwx “35” 
mpor an a ges 2-4p. Roadster... |$3350 4p. Coupe. ...... 1595} 2}3160|aghmnrux P $e teeerese yi opcces 
: ° ° 5p. Phaeton.... .| 3450 2-4p. Coupe.. . 1545) 2)3130|/aghmnrx p. Sedan........ 
In Specifications and 5p. Sp. Phaeton. .} 3950 5p. Roy. Sedan. 1595) 4/3235|aghmnrtx 5p. Brougham....}| 895 
5p. Town Sedan 9 4 “ht sac a - 
\ ~ i 7p. Touring...... 3450 2-4p. Con’t Coupe.}| 1745} 2|3100)aghmnrx “65” 
Price Tables Since 94p. C i | 3295 5p ‘theme Sedan | 1795) 4)3235|agbmortx 5p. Touring ..| 795 
] t . 2-4p. Conv. Coupe a ..Town Cab 3595 -* 7; henge ne 
S : 5p. Coupe..... 349 -4p. Collap. Cab. 
ast ISSUE. 5p. Sedan. . 3595 Imp ‘‘80” 2-4p. Coupe...... 975 
5p. Town Sedan | 3395 %. Roadster 2795) 3 ™ we en 2p. a ew “a 
7p. Sedan.. 3695 5p. Sedan ...| 2945] 4/4185|aeghImorx p. Sedan... ..... 7 
Brake h orse po wer 5p. Imp Sedan. 3745 7p. me we 3057| 4)... |aeghlmaorx 5p. Brougham.:..} 1175 
7p. Imp. Sedan. 7 5p. Town Sedan. 2995) 4 —— a - 
1 5p. Imperial Cab | 374! 7p. Sedan Lim. ..} 3495) 4/4285|aeghlmorx a » 
and compression |i 7 inperial Cab.| 3805 , 5p. Sedan, ......| 1385 
: f 11 5p. Brougham....}| 1550 
‘*Fleetwood” 
ratio or a Cars are 5p. ew es ..| 4095 ee 
° ° 5p. Sedan Cab...| 4095 “—— 
now included in the 7p. Sedan... ... 4195 7p. Touring... ... $6650} 4/4600|Cegbjklmnp 
i. oo 4245 Sp. T 6150 4]4500|Ceghikl ELCAR 
1 if; 5p. Imperia 424! 4p. Sp. Touring. 50} 4): YeghjkIlmnp 
Mechanical Specifi 5p Imperial Cab | 4245 rsx **6-70" 
“ 7p Imperial ....| 4445 4p Coupe..... .| 7600) 2|4700)/CegbjxImnp || 4p. Roadster... . ./$1295 
cations Table. 7p Imperial Gab.| 4445 rtx 5-7p. Touring... .| 1295]..|.... 
TownCabCon | 5000 6p. Limousine. 8100) 4|5000)Cegnjklmnp || 4p. Brougham... .} 1295 
TownCabCon.! 5500 rtx Sp. Sedan........ 1295 
Lim Bro’'mCon} 5500 
8-78" Std. 
DAVIS ‘‘99” 2-4p. Roadster. ..| 1395 
4p. Polo Rdster. |$1885) 2)3095)aeghmnr 5p Touring...... 1395 
CHANDLER 5p Touring......| 1885) 4/3125)acghimnrs 2-4p. Coupe...... 1395 
“Big Six” 4p Coupe... ....| 1885) |3145)aeghmnr 5p. Sedan........ 1395 
—_—- —— = || 7p. Touring.... {$1725 5p Emp. Sedan .| 1885) 4/3275)aeghmnort 
bn 5p Met. Sedan. 1525 “*8.78 Royal” 
Passengers o.|\"lse 4p Coupe 1725 4p. Roadster... .. 1495). .}.... 
on - ele|.e = Standard 3p Ctry Club 1725 5p. Touring...... 1495). .}.... 
Model els |=z| Equipment || 7p Sedan. ... | 1925 DIANA “‘St. 8” 4p. Coupe... ..... 1495 
5p. Royal Sedan. | 1725 5p Phaeton. $1695) 4)3100\|agmn 5p Sedan........ 1406). .1.... 
3-5p. Cabriolet 1825 5p. Roy. Roadster} 1795) 2)/2995|agmnw 
5p P.B. Rdstr 1895) 2|2995| Bemnw “*8-82” 
**Spec. 6” 5p Cab. Rdstr 1995} 2|3160\|aghmn 5-7p. Touring. ...} 1695). 
5p Touring. .. .| 995 5p Collap. Rdstr | 2195) 2/3160)aghmor 2-4p. Roadster... | 1695 
5p. Sedan........] 995 5p 4d. Sedan . 2095) 4/3275|aghmnot 4p. Coupe...... 1695 
AUBURN 5p. 2d. Sedan... .| 1795) 2/3170)aghimno 5p. Prin. Sedan.. .| 1895 
“76” “Spec. In. 6” 
2-4p. Roadster. . |$1195 _5p Touring. 1085 **8.91" 
dp. Touring. oT 3-5p. Roadster 1155 2-4p. Roadster...| 1995]..].... 
. Cabriolet. . . 5p. Sp. Touring .| 1165 DODGE BROS 4p. Coupe 2205] .|.... 
dp. Sp. Sedan... | 1295 3-5p. Cabriolet. .| 1215 124” 5p Prin. Bro'm...| 2295 
dp. Sedan... ... 1395 3p Coupe. 1055 5p. Touring. $795) 4/2581) Ar 
“88” 5p. Sedan.. 1085 2p Roadster . 745} 2/2454) Ar 5p. Prin. Sedan.. .| 2295 
2-4p. Roadster 1495 5p. DeL. Sedan. 1155 2p Sp. Roadster 845) 2} 2530) Der 
Speedster.... | 1695 3-5p. Coupe. 1155 5p. Sp. Touring 845) 4|2679| Der **120” 
dp. Touring. .. Sp. Touring R80 - 5-7p. Touring .. | 2465 
Cabriolet “Roy. St. 8" 2-4p. Sp. Roadster} 945 5p. Std. Sedan. | 2465 
5p. Phaeton Sed. | 1895 7p Touring 1995 7p. Std. Sedan. ..} 2565 
5p Sp Sedan 1595 4p. Coupe 1995 **128”" 
5p. Sedan. 1695 jmnpra || 4p. Ctry Clu? 1995 5p Sedan... 875} 4|2600) Aehr 
“HS” 5p. Sedan.. 1995 5p. DeL. Sedan 950} 4}2609) Aebrt 
2-4p. Roadster. 1995 7p Sedan.. 2195 2p Coupe. . 855) 2}2428) Achr 
Speedster. 2195 3-5p. Cabriolet. 2095 hmnpx 4p Cab Rdstr. 955} 2)2463) Behr 
op Touring... . oa 5p. DeL. Sedan. 2195 Bhimnoptx “Victory 6” ERSKINE ‘‘6” 
‘p. Touring. 2p. Coupe 1045} 2} .laghnr 5p Tourer aia $835 
2-4p. Cabriolet. Beghjmnpru 2-4p. Coupe... ... 1095) 2 aghnr 4p Spt. Rdstr....} 969 Beghnrw 
op. Phaeton Sed. | 2395 aeghmnpr 5p. Sedan... ... 1095) 4 aghnr 5p. Club Sedan. 795 
op Sp. Sedan 2035 CHEVROLET 4p. Brougham. 1095} 2 |Bghjnr 2p Bus. Coupe.. 895 
op Sedan. ee 2145 veghjmnpru || 2p. Roadster .. $495 4p. DeL. Bro’m 1170) 2 Beghjnrt 4p. Spt. Coupe. 965 aeghnr 
(p. Sedan....... jmnpru || 5p. Touring..... 495 5p DeL. Sedan.. | 1170) 4 aeghnrt 5p Sedan, 4d....}| 965 
5p. Coach. . 585 
2p. Coupe..... 595 **Senior” . 
5p. Sedan... .. 675 4p. Cab Rdstr. 1595) 2}3353| Beghmnrx 
2-4p. Cabriolet 665 5p Sedan....... 1495 aeghr 
5p. Imp. Land . 115 5p. Sedan....... 1595) 4|3412)aeghmnrx 
BUICK ” 4p. Coupe....... 1570} 2|3315|aeghmnrtx ESSEX 
115 **Super Six” 
4p. DeL. Rdstr. |$1195 aghmnr 2-4p. Coupe...... $775 
op. Touring DeL. | 1225 aghmnr CHRYSLER “52” 5p. Coach.......] 735 
2-4p. Coupe. 1195 aghmnr 5p. Touring......| $695 du PONT “‘E” 5p. Sedan........ 795 
Sp. 2d. Sedan. 1195 2-49. Roadster 670 4p. Roadster.....|$2800! |3700\afghkmnprx 
dp. 4d. Sedan. 1295 aghmnr 2p. Club Coupe 670 5p. Touring...... 2800) 4|3850) afghikmnprx 
4p. Ctry. Club... .} 1275 5p. Sedan....... 670 4p. Coupe. .... 3200} |3850\afghkmnprtx 
dp. = Bro’m..| 1375 5p. ng - 720 4p. Conv’ t Coupe.| 3400; 2)/2800)afghkmnprtx 
4 R . 2-4p. DeL. Coupe} 720 5p. Sedan....... 3400} |4100\afghkmnprtx 
0. ~é 2} 1465 5p. DeL. Sedan...| 790 5p. Con. Sedan. | 3750] 4/4100/Bfghikmnprt || FALCON- 
op. dd. Sedan. ...| 1495 x KNIGHT 
Op. Town Bro’'m 1575 are “69” “or” “612” 
4 “128” 5p. Touring......| 1095 ...Phaeton..... $3950 4p. Roadster.....].....].. 
; D. Sp. Rdster..| 1495 2-4p. Roadster. ..} 1075 _.Sp. Phaeton 4500 OO ee oe Se 
p. Sp. Touring. .| 1525 2p. Bus Coupe. ..} 1065 — ape 4050 4p. G.G. Rdster..]..... Beghkmnrwx 
4 Coupe , 1850 aghmnr 5p. Sedan........ 1095 5p. Limousine. . 4.65 2-4p. Coupe...... 1145 
at Club. ..| 1765 5p. Sedan.. ...... 1175 7p. Sedan... ... 4265 5p. Sedan........ 1095 
3p. Bro. Sedan. 1925 2-4p. Coupe...... 1145 7p. Limousine. . 4475 nee 5p. Sedan........ 1195 
‘p. Sedan... 1995 5p. Land. Sedan..| 1235 ..Conv’t Sedan 4775}. .|... 5p. Landau......].....}-- 
KEY TO SYMBOLS: 
A—\\ood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. 


a—W ood wheels. 

B—\Vire wheels with spare. 
b—\ire wheels, 

C—Optional wheels with spare. 
¢—T ype of wheels optional. 


d—Disk wheels. 
e—Front and rear bumpers. 
f—Front bumper. 
g—Shock absorbers or snubbers. 
h—Automatic windshield wiper. 


j—Trunk rack, no trunk. 
k—Spare tire. 

1—Spare tire lock. 
m—Engine heat indicator. 
n—Dash gasoline gage. 


p—Cigar lighter. 
r—Rear traffic signal. 
s—Spotlight 


t—Vanity and smoking set. 


u—Smoking set. 


v—Vanity set. 
w—Windshield wings. 
x—Clock. 
*—QOverall length. 


§—Prices on application. 
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Prices, Weights and Equipment of Current Passenger Car Models 
Passengers = Passengers = Passengers = Passengers = - 
assen 2 ES sx . ss 
— eels &"c| Standard an S 2 : S's Standard wae S e15 $y pases lo 6 g | §|2e) Standard 
Model os a ae Equipment Model St Is ae Equipment Model re lsisz Equipment Model ceils a quipment ones 
eee 
FORD “A” HUPMOBILE LA SALLE McFARLAN F R 
2-4p. Roadster. ..)$ 385) 2)... .|Bghnr *‘Century 6” 125” W.B. ‘Str. 8” 5D T 
5p. Phaeton...... 395) 4|....|Bghnr 5p. Phaeton. ... . ./$1425). .}2900|aghr 2-4p. Roadster. . .|$2485) 2/3755|aeghlmnprx 131” W.B. 4p 
2p. Coupe....... 495) 2)....|/Bghnr 4p. Sportster.....} 1435) 2)... .jaghr 5p. Phaeton... ... 2485) 4/3770)aeghlmnprx ||2p. Roadster..... $3050) 2/3400) afghimnprx » B 
5p. Tudor Sedan..} 495) 2)... .|Bghnr 7p. Phaeton...... 1455) 4/2940\aghr 5p. Sp. Phaeton. .| 2975} 4/4170/Beghjkmnp |{5p. Touring...... 2650) 4/3400! afghlmnprx “4 
2-4p. Spt. Coupe .} 550) 2|....|/Bghnr 5p. Sedan 2d..... 1345} 2|2975|aghr rsx 7p. Touring...... 2750) 4/3450/afghlmnprx na ; 
5p. Fordor Sedan} 570) 4)....|Bghnr 4p. Coupe....... 1385} 2|2965|jaghr 2p. Bus. Coupe.. .| 2350). ./3930)aeghImnprtx |/4p. Sp. Phaeton. .| 3180} 4/3200|afghimnprs oy 
5p. Sedan........ 1395) 4/3040\aghr 5p. Family Sedan.} 2350). ./4090/aeghImnprtx |/3p. Town Coupe..} 3180) 2/3650/afgh!mnprs _ G, 
2p. Cabriolet. . 1475). .|....Jaghr 2-4p. Coupe...... 2450) 2/3965),eghimnprx [/5p. Sedan........ 3180} 4/3650|afghimnprx 5 C 
2-4p. Conv. Cpe..| 2550) 2/3890)aeghImnprx ||5p. Brougham... .} 3180) 4/3650 afghlmnprx - 
“‘Century 125-8” 4p. Victoria...... 2550} 2/3985|aeghimnprvx ||7p. Town Car... .}| 4600) 4/3750\afghimnprx “ 
5p. Touring...... 1795} 4|3300|eghnrx 5p. Town Sedan. .| 2495} 4/4065|)aeghlmnprx 136” W.B. 1: 
FRANKLIN 7p. Touring...... 1895| 4/3360) beghnrvx 5p. Sedan........ 2495) 4/4090|aeghImnprtx |/7p. Sedan........ 3680) 4/4000| afghimnprx 4p. R 
‘“‘Series 12” 2-4p. Roadster. ..| 1895] 2|3355)ceghnrvx 2p. Coupe....... 3000} 2)....jaeghlmnprtx |/7p. Sub. Sedan... .| 3780) 4/4000/afghimnprx M4 T 
119” W.B. 5p. Brougham....} 2095) 2|3515)j 5p. Sedan........ 3200) 4|..../aeghimnprtx rs 'S 
3p. Coupe. ..... | 5 yo ..13390lan 2-4p. Coupe...... 2195} 2/3465|dghrx 5p. Town Cab... .}| 4500) 4!.... “TV6” 3D. g, 
4—5p. Victoria.....| 2760). ./3470)an 5p. Sedan........ 2195) 4|3545|aghrx 5p. Trans. Cab...}| 4700) 4/.... 2p. Roadster..... 5800} 2/4300) afghlmnprx at 
5p. Sedan........ 2790} . .|3500/an 5p. Victoria...... 2195) 2|3525)aeghnrx 5p. Spt. Tour. ...} 5600) 4/4700/afghimnprx Tp. T 
5p. Ox. Sedan....} 2815). ./3500)an 7p. Sedan........ 2345) 4/3360/ehr 134” W.B. 7p. Touring...... 5700) 4)... .Jafghlmnprx 5p. >) 
5p. Spt. Sedan. ..| 2910]. .|3550jan 7p. Sedan Lim... .| 2520) 4/3360/aehnrx 7p. Family Sedan.| 2575). ./4345|aeghlmnprtx ||/5p. Sedan........ 6720] 4/5200 afghimnprx 4p. V 
3-5p. Con’ vt Cpe. 2925]. .13450/an 5p. Coupe....... 2625). .|... .|aeghlmnprtx 4p. C 
*‘Century 8” 5p. Cab. Sedan...| 2675). .|....|aeghlmnprtx ||7p. Sedan........ 6720) 4/5200\afghimnorx 5p. A 
5p. Phaeton...... 1905}. .].... 7p. Sedan........ 2775) 4/4345) aeghlmnprtx 7. § 
128” WB. 2-4p. Sportster...} 1915]..).... 5p. Imp. Sedan...} 2775) 4/4315)aeghlmnprtx ||7p. Sedan........ 6920) 4/5200|afghlmnprx 7p. I 
2-4p. Sp. Runab’t} 2975). .|3390/an 7p. Phaeton...... 1935). .1.... 7p. Imp. Sedan...| 2875} 4/4570|aeghImnprtx 
5p. Sp. Touring. .| 2975). . an 5p. Sedan........ 1825} 2].... 7p. Town Car....| 9000) 4/5200)afghImnprx 
7p. Touring...... 3060]. .13540/an 4p. Coupe. ...... 1865). .|.... 
7p. Sedan.......- 2980) . .|3780)an 4p. Sedan........ 1875) 4 
7p. Ox. Sedan. ...} 3015). .|3780)an adp. Cabriolet. ..| 1955)..}.... OAK 
7p. Limousine... .| 3080). ./3780)an — 5p. § 
LINCOLN 2p. Roadster. .... $1495]. .].... | Sip 
-~ » 5p. Sedan........ 1395) 4/2897/ahmnrt 5p. 2 
2p. Spt. Rdster.. .}$4600| 2/4930|aegkInprx 4p. Vic. Coupe...} 1450). .|2867/ahimnrt 3p. I 
JORDAN 2-4p. Club Rdstr.} 4600|..|5010jaeghkInprx ||2p Coupe....... 1395) . .|2827/ahmnrt 5p. 4 
GARDNER a 3 7p. Spt. Touring..| 4600] 4/4940|aegkInprx — bp. I 
“75 Std.” 4p. Blue Boy.. . . .|$1495| 4/2800)Bceghkmnrx |/4p. Spt. Phaeton..| 4600) 4/4910)begikInprwx |/2-4p. Roadster....} 1895} 2|3007|ahlmnprwx 
4p. Roadster... . ./$1195) 2|2995)afhmnr 4p. Spt. Salon....} 1295) 2}2775)aghjmnrx 4p. Coupe....... 4600} 2/4805|aegkInprx. 4p. Speedster.....| 1965) 4/3052/ahlmnprwx 
5p. Sp. Coupe... .| 1295) 2/3290\afhjmar 2-4p. Tomboy....}| 1395) 2/2650)aghmnrx 4p. Sedan........ 4800) 4/4930/aegikInprx 2-4p. Collap. — 1995) 2|2987\ahlmnprx 
4p. Vic. Coupe...| 1295) 2|/3290)afhjmnr 5p. Sedan........ 1395| 4|2775|aghmortx 5p. Sedan........ 4800) 4/5010|aegkInprtx 2-4p. Coupe.. 1895) 2/3097/ahlmnprx 
5p. Club Sedan...} 1390) 4|3265)afhmnr 2p. Coupe....... 5000}..|4720|aeghkInprx |/4p. Vic. Coupe... .| 1995] 2/3066|ahilmnprx OLD 
5p. Std. Sedan...} 1495) 4)... .jafhmnr } “js” 7p. Sedan........ 5000) 4/5050/aegkInprtx ‘|/5p. Sedan........ 1895) 4/3104|ahlmnprtx “ 
4p. Playboy...... 1845| 2|2915|aghmnrx 7p. Limousine... .| 5200] 4/5165|aegkInprtx N 
**75 DeL” 2-4p. Sp. Coupe. .}| 1895) 2/3070)aghmnrx 4p. Berline.. ..... 5500). ./5115|aeghkInprx **E-75” 5p. § 
4p. Roadster. .... 1295} 2}2995)aeghmnr 5p. Cus. Sedan. ..} 1895} 4|3200)aghmnrtx 7p. Limousine... .} 6000). .|5380jaeghkInprx ||2p. Speedster... ..]| 3485] 2/4251laeghInprx 2p. ( 
5-p. Sp. Coupe...} 1395) 2/3290)aeghjmnr 4p. Cus. Vict.....} 1895] 2/3200 aghilmnrtx 7p. Brougham... .| 6400]. .|5025|aeghkInprx {/4p. Speedster... ..| 3485] 2/4256!aeghInprx 5p. § 
4p. Vic. Coupe...} 1395] 2/3290|)aeghjmnr **JE” 6p. Ber. Landau..} 6500)..}....jaeghkInprx ||5p. Phaeton......| 3485) 4/4017/aeghinprx 2-4p 
5p. Club Sedan...| 1490] 4/3265|aeghmnr 4p. Collap. Coupe} 1995] 2|3185)aghmnrx 7p. Cabriolet.....| 6600). ./5160|aeghkInprx 7p. Tour. Speed. .| 3565) 4/4480|aeghilnprwx 5p. § 
5p. DeL. Sedan 1595) 4]... ./aeghmnr 4p. Perm. Coupe..| 1995} 2|3185)aghmnrx 7p. Le Baron Cab} 7000). .|/5200|aeghkInprx 2p. Coupe Rdstr..| 3565} 2|4374/aeghInprx 5p. J 
5p. Victoria...... 1995| 2/3275\aghimnrtx 7p. Holbrook Cab.| 7200). .|5280jaeghklnprx ||5p. Town Coupe..| 3195) 2|4452/aeghInprx 
“65” 5p. Sedan........ 1995) 4/3300)aghmnrtx 7p. Collap. Cab. .| 7300]. ./5140jaeghkInprx 2p. Coupe....... 3485| 2/4373|aeghinortx 
4p. Roadster ....] 1695) 2/3040) Aeghmnr 4p. Victoria...... 3485| 2|4346\aeghinprtx 
59. Brougham....} 1875) 4/3360) Aeghjmnr 5p. Brougham... .} 3565) 4/4525/aeghilnprtx 
50. Sedan........ 1895} 4/3380) Aeghmnr 5p. Sedan........ 3565| 4/4498|aeghlnprtx OVE 
. Cus. Coupe...| 2095)..].... 7p. Sedan........ 3640) 4/4620/aeghinprtx 
5p. Cus. Sedan. ..| 3960) 4/4515|aeghinprtx bp, y 
“95” KISSEL LOCOMOBILE 7p. Cus. Sedan... .} 4075] 4/4678]aeghtnprtx 2p. J 
2-4p. Roadster. ..} 2095). .]..../aeghmnprx **6-70” **8-70” 7p. Cus. Limou...| 4175] 4/4718/aeghInprtx 2-4p 
2-4p. Collap. Cpe.| 2495|..]....Jaeghmnprx |/4p. Cpe. Roadster|$1595) . .|2920)ahmr 5p. Brougham... .|/$2100) 4/3525|afghkmnrx 2p. ( 
5p. Brougham....| 2275] 4]....Jaeghimnprx ||5p. Bro’m Sedan..| 1495) 4/2915jahmr 5p. Sedan........ 2100) 4/3575|afghkmnrx oil 
5p. Sedan........ 2295) 4|....Jaeghmnprx {j5p. Victoria...... 1595). .|2990 4p. Vic. Coupe...| 2100) 2/3600)afghkmnrx 5p. ( 
5p. Sedan........ 1595}. .|3005 = MOON ‘‘6-60” 5p. § 
“8-80” 8-80" 5p. Phaeton...... $995} 4/2340/an 
125” W.B. 4p. Spt. ieee 2850) . .|3972|aeghkImnprtx||3-5p. Roy. Rdstr.| 1095} 2/2330janw 
5p. Phacton...... 1885) 4'3240\|ahmor 4p. Coupe....... 2975) 2|.... 3-5p. Roy. Cab...| 1295! 2)2575\an 
4p. Speedster 2095) 2/3155|ahmnr 4p. Collap. Coupe} 3000] 2/3780jaeghklmnprtx||5p. Coach....... 995} 2)2420\an PAC 
4p. Cp. Rdstr....} 2095) 2/3343)ahmnr 5p. Sedan........ 2850} 4/3950)aeghklmnprtx}|5p. Roy. Sedan...| 1195} 2/2520jahin ‘“ 
GRAHAM- ‘ 5p. Spec. Bro’m. .| 1995} 2|3345)ahmnr 5p. Brougham... .| 2900] 4/3990|aeghklmnprtx||5p. Roy. Sedan...| 1295) 4/2605|ahn 4p. ] 
PAIGE 5p. Bro’m Sedan..| 2095) 4|3400jahmnr 7p. Sedan........ 3350) 4|4140)aeghklmnprtx bn, | 
**610” 5p. Conv. Bro’m..| 2495]. .|3518/ahmnr 7p. Sub. ‘Sedan. .-| 3500) 4/4280/aeghkImnprtx|| ‘‘Series A” 5p. § 
2p. Coupe....... $860). .}.... 132” W.B. 5p. Touring...... 1195) 4)2560)dn 2-4p 
5p. Sedan........ 875] ..].... 7p. Touring...... 1985) 4/3360/ahmnr “48” 5p. Roy. Rdster. .} 1395) 2/2600)dnw dn ( 
4p. Tourster..... 2095} 4|3155|ahmnr 4p. Sportif....... § | 4/5030\afghjkirsx 5p. Collap. Cab. .| 1795] 2/2720 
**619” 5p. Bro’m Sedan..} 2295) 4/3455jahmnr .. Roadster..... ee 5p. Sedan DeL...| 1395} 2)2710|dno é 
4p. Coupe ....... 1575). .1.... 7p. Sedan........ 2495). .|3630)ahmnr 7p. Touring...... § | 4/5330/afghkirsx 5p. Sedan DeL...| 1545) 4/2860)dno 5p. ] 
5p. Sedam........ 1595]. .].... **8-80S” 7p. Tour Lim....}| § | 4/5640|afghkirstx 4p. ] 
4p. Coupe Rdstr..| 1995). .|3350 6p. Brougham....} § | 4/5464/afgbkirstx “*6-72” 7p. ' 
“629” Sp. Brougham... .} 1895). .)3250 5p. Vic. Sedan....) § | 4/5609]afghkirstx ||2-4p. Roy. Rdstr.| 1395) 2/2630jaghmn 4p. ( 
5p. Sedan........ 1985). .7.... 5p. Sedan........ 195). .|3350 7p. Lim. Ene. Dr.| § | 4 5868|afghkirstx 5p. RoyvCabRadstr| 1445} 2/2815)aghmn Sp. ( 
5p. Town Sedan. .| 2085]. .].... 4p. Victoria...... 1995} . .|3320 7p. Cabriolet.....] § 415624 afghkirstx 5p. Royal Sedan..} 1445} 2/3050)aghimn 
7p. Sedan........ 2110). .}.... “8-90” 5p. Royal Sedan..| 1545) 4/3080jaghimn , 7p. § 
131” W.B. “99” , Ds 
5p. Phaeton...... 2185) 4/3220\ahmnr 4p. Sportif....... 5900} 414475 = “weeds **8.80” 
4p. Speedster.....} 2395] 2/3360)ahmnr 5p. C.C. Sedan. . .| 2195} 4/3500)chmur 
4p. Cpe. Rdstr...| 2395) 2|/3578)ahmnr 4p. Roadster..... 5900) 2/4370 seghklmnpr 5p. Sedan........ 2195} 4/3500)chmar 4p. ] 
5p. Spee. Bro’m. .| 2295) 2|3671\/ahmnr 5p. ] 
HUDSON 5p. Bro’m Sedan..| 2395) 4/3760/ahmnr 7p. Touring...... 6000). .).... . 7p." 
or ie 5p. Conv. Bro’m..} 2795). .|3863j)ahmnr tx 
2-4p. Coupe...... $1295) 2/3525|ahmnru 139” W.B. 5p. Vic. Sedan... .}| 7300) 4/4842\afghimprtx ||NASH 2p. ( 
5p. Coach....... 1250) 2/3575\ahmnru 7p. Touring...... 2285) 4/3630\ahmnr 7p. Suburban. ...| 7500) 4/4930\afghmprtx “*Std. 6” 2p. ( 
op. Sedan........ 1325] 4/3645)ahmnru 4p. Tourster..... 2395) 4/3335|ahmnr 4p. Vic. Sedan....} 7450]. .|....|aeghklmnpr ||5p. Touring......| $865) 4/2325|Dehnr 4p. ( 
— . 5p. Bro’m Sedan..| 2595) 4/3755jahmnr tx 2-4p. Conv’t Cab.}| 925} 2)2503|Doghar 5p. ( 
5p. Landau Sed...| 1650) 4/3780|aghmnru 7p. Sedan........ 2795) 4/3975|ahmnr 7p. Town Bro’m..| 7500| 4/4615\afghmprtx 2p. Coupe....... 845) 2/2345) Datin nr ' 
5p. Std. Sedan. ..| 1450) 4/3720)aghmnru 5p. Sedan Del... .| 2985) 4/3910|aeghimorvx ||7p. Cabriolet... ..| 7500) 4/4615|afghmprtx 5p. Sedan........ 845| 2/2450) Dgii: 7p. § 
4p. Victoria...... 1650) 2)3710)aghmnru 7p. Sedan DeL. ..| 3495) 4/4080|aegnimorvx ||...Collap. Cab...| 7750). .|....laeghklmnpr ||5p. Sedan........ 925) 4 2500) Det: rhne 
7p. Sedan........ 1950} 4|3945|aghmnru 7p. Ber. Sedan. ..| 3585) 4/4125|aeghimorvx tx 5p. Land. Sedan..} 995) 4/2610) Dez 7p. § 
| | . : 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a—Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. | 
B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. | 
b—Wire wheels. f—Front bumper. I—Spare tire lock. _ s—Spotlight. *—Overall length. 
C—Optional wheels with spare. g—Shock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. §—Prices on application | 
e—Type of wheels optional. h—Automatic windshield wiper. n—Dash gasoline gage. u—Smoking set. 
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a oe + 
Prices, Weights and Equipment of Current Passenger Car Models 
0a [-*)] i-" 7) . i>) 
engers ° Es P I ' ~ , ~ A ~ 
| elk BS | Standard — waa : 3 Standard on ant? : 2%) Standard or sat s ro — 
I FS Slee | Squipmen O-2/ 8|-s"8 uipment °o:-= ‘=o uipment FS ‘=o uipment 
Mode OF |S\es Model OF sles | Eauip Model oF alae Equip Model oF isles P 
“s 1” PEERLESS ROAMER *‘Commander” 
4p. Road: vn _—— 1225] 2)2980| Dehnr ““6-60” “8.78” 4p. Sp. Roadster..| 1695] 2/3340)aeghmnr 
bp. Touring. 1135} 4|2¢80| Dghnr 2-4p. Roadster... .|$1195| 2/2600|deghlmnr 2p. Roadster. .... $1595) 2/3450 2p. Coupe....... 1495} 2/3395|aeghmnr 
9-4p. C: aheioieh. . ..| 1290} 4/3070) Dghnr 5p. Phaeton...... 1195) 4/2765\|aghlmnrw 2p. Coupe....... 1750} 2)3225 ba — a 1495) 2|3495|aeghmnr 
2p. Bus. Coupe...| 1165] 2/3030) Dghnr ng ag Rdstr.. ae : the — 5p. Sedan........ 1795} 2/3380 r: _~ anes | } oe eee 
5p. Sedan........ 1215] 2/3150) Dehinrt p. Sedan........ 95/deghlmnr 4p. pe. g 162 465/aeghmnpr 
Coupe.....-- 1245| 2/3030! Dehnr ae “8-80” 4p. Vic. Regal. . 1625} 2/3500|aeghmnpr 
rn Vieto ae 1295} 2/3170 ie 5p. Phaeton...... 1395) 4|2850\/aeghlmnrw 2p. Coupe....... 1985} 2/3410)og 5p. Sed. Regal... .| 1625] 4/3580/aeghmnpr 
5p. Sedan.....+- 12¢5| 4/3250] Dghnrt 2-4p. Roadster...| 1495) 2/3025|ceghlmnrw 5p. Brougham 1985} 2/3440) ag 
bp, Coupe. ..+ ++. 1445] 4/3380] Dghinrt 2-4p. Coupe... ... 1565) 2/2975|aeghImne Sp. Sedan........ 1985) 4/3570\ag ‘President 8” 
5p. 2d. Sedan. ...} 1395} 2/3000\aeghilnr 5p. Sedan........ 1985} 4/4000] aeghimnrtx 
“Advanced” 5p. — ee ..| 1395) 4/3125\aghmnr **8-88” 7p. ag etme 1985) 4 pee Boghikinnp 
121” W.B. pt. Sedan 1395} 4/3100 5p. Tourer....... 2495) 4/3650) cg 5p. De an...| 2250) 4/41 e ikmnp 
4p. Roadster... ..} 1475) 2/3400) Dghmnr 5p. DeL. Sedan 1795} 4/3125) Deghlmnr 5p. Sedan........ 2985} 4/3880) cg 
5p. Touring ..... 1340} 4/3400| Dghmnr **6-91” 7p. Sedan........ 3285] 4/3980\eg 7p. DeL. Sedan...| 2250) 4/4225 *. 
5p. Sedan........ 1425) 2}3620) Dghimnrt 5p. Phaeton... ... 1695} 4/2930) aeghimnrwx 
5p. Sedan anda 1495} 4/3650) Dghmnrt rg ha Roadster re - oa so + soma a 
97” W.B. p. Coupe....... aeghlmnrx “BB” 
7D. be arr 1440] 413500] Dghmnr 4p. Sedan........ 1895} 2/3150/aeghilmnrx “‘Custom”’ 
5p. Sp. Touring. .| 1540} 4|3500|/Bghimnprt 5p. Sedan........ 1895) 4/3200|aeghImnrtx ||ROLLS ROYCE 131” W.B. 
4p. Victoria...... 1535) 2/3640) Dghmnrt 5p. Landaulet. . 1995| 4/3250/aeghImnrtx “*Si. Ghost” 2p. Speedster... . .|$3495} 2)... ./aefgjlmnprx 
4p. Coupe....... 1775) £13650|Dghmnr ' a W.B. os » " a ows _ ; nes ae {p. —” - one y ioe ea 
bp. Amb. Sedan. .| 1925} 4/38.0) Dghinprtx p. ee 7 ‘Nosed Models. . .f ...|Bfghjkmprtx |/4p. ster... .. 4 ....;aeghjlmnprx 
Sedan........ 1950) 4/3830) Dehnrtx **8-69” 2p. Black Hawk. .| 4895} 2).... nee 
ie “om Sedan...} 2165} 4/3400] Dghnortx 126” W.B ‘“‘New Phan” 4p. Black Hawk..} 4945) 2)... .|beghjlmnpr 
5p. Coupe....... 2705) . .{3810| Deghilmnrtx ||Open Models.....| § ..|Beghjkmprx ||2p. Coupe....... 3495] 2]... .Jaegh: hanprux 
5p. as i ..| 2345] 4/3875) Deghlmnrtx ||Closed Models. . § .|Beghkmprtx ||4p. Vic. Coupe 3495} 2 a, aegh, — sone 
1334” p. i 3570} 4|4977|aeghjlmnpxr 
2-4p. Roadster. ..| 2245} 21/3650) Deghlmnrx 5p. Brougham... .} 3570} 4/4820 aeghjlmaprux 
OAKLAND‘AA-6’ 7p. Sedan........ 2545} . .|3975| DeghImnrtx STAR “<4” 2p. Cab. Coupe...} 3695] 2/4520/aeghjlmnprux 
5p. Sp. Phaeton. . {81008 4|2620|aehjn 7p. —_ age Lim| 2645} 4/4275|deghlmnrtx ”. Roadster. .... $495). .|....Jah 145” W.B. 
4p. Sp. Rdster.. 1075| 2|2730|aehjn 5p. Sedan........ 2345) 4/3950] Deghimnrtx _. .Coupe a ali 495). .|... Jah 7p. Speedster 3895] 4/4748/aeghjl.nnprx 
2-4p. Cabriolet...| 1155} 2/2825lahn 7p. Sedan. er 2545) 4/4050) Deghimnrtx {/5p. Sedan........ 495) 2}... Jah 7p. Sedan........ 3895) 4}. ae 
5p. ad Soha. | 1045 : - 10}: shan 5p. Ber. Lim..... 2345) 4/4100) Deghimnrtx ||5p. Sedan........ 570) 4)... .Jah 7p. sae ake 3995) 4/5159 aeghjimn prtx 
3p. Land. ‘oupe.. 2805\ahn eyman Cus.” 
BP tend. Sedan..| 1268] 4{3050|aehm STEARNS 2p. Black Hawk..| 4895] 2)... lbeshit 
. Land. Sedan..| 12 50}aehnou - ....| Deghjimnprx 
, PIERCE pen ee ny 5p. — ae 4120 : wna ~<a 
**F-6-85” 4p. a 4120) 2)... .jaeghjlmnprux 
, - . h po 4p. Roadster. . $3250) 2|/4252)aeghklmnr > puee. ma = 2}... .Jaeghjlmnprux 
p. oil out. . 2900} 2|3300\afghimnrx wx p. Landau ..| 4420) 4]... .}/aeghjlmnprux 
OLDSMOBILE 4p. Touring...... 3100} 4/3330\afghimnrx 4p. Touring...... 3250] 4/4322|aeghjklmnr 145” W.B. 
“F.28” * _— Rdster | 3450} 2). F< wr tits , nid = 5p. — i -_— 4)... .Jaeghjlmnprux 
.. 5p. Roadster..| $995). .]..../ceghmnr p. Coupe....... 3250} 2/3265\afghlmnprtx |/4p. Cab. Rdstr...| 3550) 2|4500)aeghkimnopr ||5p. iineces« 4545) 4)... ./aeghjlmnprux 
5p. Sp. Touring. .| 995). .|....|/eeghmnr 5p. Brougham... .| 3250) 2 3560\afzhImnprtx xX 7p. Sedan........ 4745| 4]... .|aeghjlmnprtx 
2p. Coupe....... 925]. .|..../aeghmnr 5p. ae an...| 3300) 4 se cme 5p. Cus. Sedan. . .| 3350) 4/4562/aeghjklmno _ |/7p. pe to 5 ‘oa poe 4|4778 ~ Amnprix 
5p. Sedan, 2d.. ..| 925} 2]... .laeghmnr 2-4p. Coupe... ... 3350} 2/3435)afghlmnprtx rtx 7p. Landau Lim. .| 5295) 4]... ./aeghjlmnprtx 
2-4p. Spt. Coupe.| 995). .}..../eeghmnr 5p. Sedan........ 350} 4/3600\afghlmnprtx ||4p. Coupe....... 3450) 2|/4527|aeghkilmno **Salon Cus.” 
5p. Sedan, 4d. 1025) 4]... .Jaeghmnr 5p. Sp. Sed. Land| 3350) 4]... .|afghlmnprtx . rtx 5p. PW Sedan....} 6345) 4]..../aeghjlmnprux 
5p. ow ol Sed. .} 1085]. .].... aeghmnr 5p. Club. Lan 3400) 4/3695\afzhimnprt /||5p. Std. Sedan. ..| 3450) 4|4572jaeghjklmno ||7p. PW Sedan....| 6345) 4]... ./aeghjlmnprtx 
7p. - ee oaks 3450] 4|3670/afghlmnprt rtx 7p. Con. T’n Car.| 6895) 4]... ./aeghjlmnprtx 
4p. Coupe....... 3450) 2|3450\afghimnprt (||5p. Sedan Lim...| 3700) 4/4647/aeghjklmno 
7p. Ene, Dr. Lim.| 3550) 4/3760jafghimnprt or 7 . - a = 
_— 5p. Cus. Sed. Lim} 3700] 4/4637|aeghjklmno **Std. 50” | 
OVERLAND 2p. Runabout. ...| 5875} 2/4560)afghirx rtx 5p. Touring...... $995) 2/2670)aehmnr 
,; = Whippet Ap. _— ———- 5875} 4/4510 -— 7p. Sedan........ 3750] 4/4702|aeghklmno Sp. <mee Diiieinia’ | ss 2 net aeons 
Pp. ouring......| $455] 4/1985]ag p. Touring...... 5875! 4/4585/afghirx rtx p. — 1 4|3017|aehkmnr 
2p. Roadster... .. 485| 2)... ST ae 5875) 4/4815/afghirtx 7p. Sedan Lim. . .| 3950) 4|/4777jaeghklmno _‘{/5p. py 3 Sedan.. 1325] 4/3087|eghkmnr 
2-4p. Roadster...| 525} 2/1930|agh 7p. Lim. Enel 5875| 4/4870\afghirtx : rtx 
2p. Coupe....... 535} 2/2025\ag 3p. Coupe....... 6375) 2|4760l\afghirtx i 5p. siewe Sed.. 1195} 2|....jaeghkmnr 
.Coupe Cab. . 545). .)}.... 4p. Cpe. Sedan. 6375) 2|4785\afghirtx 4p. Roadster. .... 5500) 2)/4875\afghmnprx 5p. Metro Sed....] 1265] 4]... aeghkmnr 
5p. Coach....... 535| 2/2075\ag 4p. OS 6375) 4/4830/afghirtx 4p. Cabriolet.....| 5100). .|... .|afghmnprx 2-4p. Metro Cpe..| 1265) 2]... .|aeghkmnr 
5p. Sedan........ 585) 4/2185/agh 7p. Enc. Dr. Lan.| 6000} 4/4895/afghirtx 2p. Coupe....... 5500) 2/5110)afghmnprx **§-77” 
7p. Sedan Land 6000) 4/4840) afghirtx 5p. Coupe. ...... 5500} 2/5100\|afghmnprx /|/|5p. Spec. Sedan..| 1585) 4/3365jaeghkmnru 
4p. Lim. Encl. . 6375) 4/4880/afghirtx 5p. Sedan........ 5600} 4/5100\afghmnprtx |/5p. Royal Sedan..| 1635) 4/3395|aeghkmnru 
4p. C ts Sedan 6475| 4/4805\afghlr — **8.88” 
PACKARD 2p. Coupe. ...... 6600) 2/4745lafghir 7p. Touring...... 5600} 4/5030\afghmnprx ([/5p. Club Phaeton.|.....}..).... aeghiknr 
“526” 4p. Sedan Lan1...| 6600) 4/4800)afghirtx 7p. Sedan........| 5600) 4/5265\afghmnprtx ||5p. Spec. Sedan. .| 2095] 4/3640)aeghkmnorv 
4p. Runabout. . . .|$2275| 2|3620|/Deghlmnpx |/4p. Ene. Dr. Land| 6600] 4/4880 afghirtx 7p. Limousine. 5800) 4 ey 5p. Royal Sedan..| 2095] 4/3675jaeghkmnrv 
Sn. Phaeton... ... 2275) 4|3665|Deghlmnpx ||7p. Fr. Limou....| 7500} 4/4740/afghirtx 7p. Town Car....]..... 4|....|afghmaortx 
bp v: an........| 2285] 4/4000) Deghlmnprtx |/7p. Fr. Landau.. .| 8000) 4/4865)afghirtx oon WILLYS- 
p. Coupe... 2350} . .|3950 *““G8-85” 
4p Conv't Cpe 2425). .|3875 2p. Roadster... .. 3950] 2/4448] aeghklmnrwx KNIGHT 
- eames 4p. Touring...... 3950) 4/4633/aeghjklmnr %- = . 
“533” ss wx 2-4p. Roadster...}.....]..].... aghn 
Sp. Phaeton... ... 2385] . 13745 2-4p. Roadster. ..| $745} 2/2270}ahn 4p. Cabriolct.....| 4550} 2|/4717|aeghklmnorx |/5p. Touring......}.....].. .../aghn 
4p. Runabout. . 2385] . .13700 2p. Coupe....... 745| 2)2435\ahn 4p. Coupe. ...... 4550) 2/4882|aeghkIlmnortx|/|2-4p. Coupe... . . . $1195). .|....jaghn 
7p. Touring... ... 2485) 4/3865|DeghImnprx |/5p. 2d. § ...| 745) 2/2520lahn 5p. Sedan........ 4650) 4/4934/aeghjklmno_ ||5p. — i a 1145) 2)... .jaghn 
4p. Coupe. ......| 2685] 2|4000/deghint 4p. Sport Cab... 795) 2) 2455\ahn rtx 5p. Sedan........ 1245) 4]... .jaghnu 
Sp. Club. Sedan. .| 2685] 4/4085 Deghilmnpr - ag Bakans a 4 wo 7p. Sedan........ 4750} 4/5027|aeghklmno . “Great 6” pon oe 
tx p. Sp. Landau... 4/2640) aehn x p. Roadster. .... aghnrx 
7p. Sedan........ 2685} 4/4145} DeghImnprtx : 5p. Sedan Lim...| 4850} 4|5009|aeghjklmno {/5p. Touring...... 1850} 4|/3684)aghnrx 
_ 4p. Sedan Lim. ..} 2785} 4/4205] DeghImnprtx rtx 2-4p. Cab Coupe..| 1995) 2/3700)aghnrx 
on _— 7p. Limousine... .| 4950} 4/5102 “we 4p. Ne gg Sed. ree : a ~ ory 
x p. Sedan........ aghortx 
4p. Runabout... .]| 3875}. ./4350|Djk “Flying Cloud” 135” W.B. 
5p. Phaeton... _ 3875) . .}4370|Djk 2p. Roadster... .. $1685] 2|3300/aeghnr STUDEBAKER 7p. Touring...... 2285] 4]... 
‘p. Touring... ... 3975] 4/4410) DeghjkIlmnp |/5p. Brougkam..../ 1685) 2/3425/aeghinr “The Dictator’ 5p. Coupe....... 2295). .|.... 
rx 2p. Sp. Coupe... .| 1625) 2/3320)aeghnr 5p. Tourer Royal.}$1195| 4/3000j)aeghmnr 7p. Sedan........ 2595) 4|/4075/aghnrtx 
2p. Coupe. ...... 4150]. .|. 4p. Victoria ..... 1845} 2/3350|aeghne 5p. Du Phaeton. .| 1195) 4/3105|aeghmnr 7p. Limousine... .} 2695) 4/4075 
4 Conv't Cpe...] 4250]..].... 5p. Sedan........ 1845} 4/3550)/aeghnet 4p. Sp. Roadster..| 1245} 2)3000|aeghmnr **Spec. 6” 
p. Coupe... .... 4450). .}4635| Djk 5p. DeL. Sedan...} 1995) 4/3550)aeghnrt 7p. Tourer Royal.| 1295} 4/3020\aeghmnr 2-4p. Roadster. . .| 1350} 2|2965jaghnr 
Sp. Club Sedan...| 4450! 414710 DeghkImnp 2p. Coupe....... 1195} 2|3120)aeghmnr 5p. Touring...... 1295} 4/2900|aghnr 
rtx “‘Wolverine”’ 4p. Coupe Royal..| 1295) 2|3115|aeghmnr 2p. Coupe....... 1295| 2}2815|aghnr 
(p. Sedan... ..... 4450} 4/4820|Deghjklmnp |/4p. Cabriolet... .. 1195} 2/2850)aeghinr 4p. Victoria Royal 1295} 2|3165|aeghmnr 5p. Coach. ...... 1295} 2/3010\aghnr 
. rtx 5p. Brougham....| 1195} 2)2960)aehinr 5p. Sedan........ 1195) 4/3230|aeghmnr 2- me — Coupe..| 1495} 2/2880/aghnr 
‘p. Sedan Lim 4550) 4/4860/Deghklmnp /|/5p. Sedan....... 1295| 4/3070|aeghinr 5p. Sedan Royal. .| 1295) 4/3235|aeghmnr _—s=||5p. Sedan........ 1495) 4/3105).ghnort 
rtx 
nen 
KEY TO SYMBOLS: 
A—Wood wheels with spare D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a—Wood wheels, d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
B—Wire wheels with spare e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. z—Clock. 
b—Wire wheels. f—Front bumper. !—Spare tire lock. s—Spotlight. *—Overall length. 
C—Optional wheels with spare. 


g—Shock absorbers or snubbers. 
h—Automatic windshield wiper. 


m—Engine heat indicator. 


t—Vanity and smoking set. 
n—Dash gasoline gage. 


§—Prices on applications. 
u—Smoking set. 


¢—Type of wheels optional. 
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The Most 


Conspicuously Successful First Year 
in the History 
of Fine Car Manufacture 


€ 


La Salle’s first anniversary marks the most 
spectacular success of any new car in the 


fine car field. 


A year ago LaSalle was a new name— 
yet no new car ever created a keener desire 
for possession than this fascinating com- 
panion-car to Cadillac. 


So that today—a year after La Salle’s intro- 
duction—over 18,000 loyal and completely 
contented La Salle owners bear testimony 
to the surpassing excellence of Cadillac 
manufacture. 


’ 


CADILLAC MOTOR CAR COMPANY 


Division of General Motors Corporation 


Detroit, Michigan Oshawa, Canada 
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| 
- Re. -ONOGRAM “J;-’ 
k | F foxy & List poor sy A 00 
| Ws . 
: a : MONOGRAM 
<a eee a 
ORIGIN 
f ¥ Self if Locking Radiator Cap s 
Es MONOGRAM “Ir.” ang Onyx Gear Shi je Bals 
| List each $4.00 
_ or the New 
j FORD and CHEVROLET 
iG MONOGRAM Self Locking Radiator 
eee Caps are in three beautiful designs 
. for the new model Chevrolet and 
- Ford Cars. And with our new “EASY- 
$ = mak Se oeeerer S Cap - . 
a MLS Fd eal FILL Locking, Cap you now have a 
S25 in , : . 
15] selection of four Junior Locking 
Caps, giving a range in price from 





$2.50 to $8.00. (For Ford Caps specify 
LE: Model “J”; Chevrolet Model “K’’). 


. 
1 KK 
PTSIS ~ 
co 


‘ie: Write us for MONOGRAM Caps and MONO- 
Literature and Names of GRAM Onyx Gear Shift Balls are 





a Nearest Jobbers stocked by all leading jobbers and 
i are nationally advertised products. 
42 | THE KINGSLEY-MILLER COMPANY 625 W. Jackson Blud. CHICAGO 
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New Low Prices 


Each of these models has won an individual reputation for great 
value. Now—at the new low prices recently announced, Peerless 
values are unapproached. 





THE SIX-60 THE SIX-80 














Phacton - . $1195 Roadster - $1295 
— Phaeton: - - - + + + + + 1295 
Roadster - +--+ + + + + ,1195 Coupe --:---+ ++ + 1995 
Roadster-Coupe ° ° - ws > ia 1295 9-Passenger Sedan « a ° ° 1395 
Four-Door Sedan - - + + + 1295 Close-Coupled Sedan: - - - 1395 
THE SIX-9 THE EIGHT-69 
5-Passenger Sedan - - - - #1895 3-Passenger Coupe - - -: - #2345 
‘ 5-Passenger Sedan - - - - 2345 
2-Passenger Coupe - - - - 1895 ai +. « s »-« «« <a 
4-Passenger Victoria - - - 1895 7-Passenger Sedan - - - - 2545 - 
7-Passenger Sedan - - - - 1995 Berline Limousine - - - - 2645 Ay 
(All prices f. o. b. factory) ‘s 
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vever has 
PEERLESS 
had so attrac- 
tive a Franchise 

as today ,7777; 
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ee 


HE Peerless franchise has been a 
money-maker and a business builder 
for over a quarter of a century. 








Today —it is better and more profitable than 
ever. For it includes the limitless sales 
opportunities embraced in a range of 


$1195 to $2645. 


Four models—each with an individual 
appeal — each at a different price — each 
100% worthy of the name Peerless, in 
dependability, performance, beauty. 











Such a line, carrying such an honored name, 
spells opportunity to the distributor or 
dealer who has his weather eye on profits. 





Write, wire or phone for details of 
the New 1928 Peerless franchise. 


PEERLESS MOTOR CAR CORPORATION 
Cleveland, Ohio 
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Did You Enjoy This Copy? 





v 


OU can get one like it every 
week for only $3.00 a year— 
an average cost of a little less 

than six cents each. 





Each and every man in the trade 
needs MOTOR AGE — needs the 





positive help it offers in the solution 
of daily problems and the valuable 
ideas it gathers for its readers. 


Your competitor reads MOTOR 
AGE, and you need to read it also 
if you want to keep up with the 
leaders of the automotive field. 








Here’s How MOTOR AGE Will Help You 


SERVICING (it chow you bow 


will show you how 
to make flat rates—How to sell Service— 
How to make customers permanent—How 
to organize a workshop—How to handle 
knotty problems—How to select Machinery 
—How to test electrical systems—How to 
make quick repairs—How to route shop 
work. 


HIRING —How to get the right men 
—How to train them — 
How to pay them—How to get their co- 
operation—How to keep them enthusiastic. 

—How to select an ac- 
BUYING cessory stock — How to 


judge merchandise — How to get a fast 
turnover—How to avoid dead items. 





SELLING —How other men do it 

—How to keep down 
overhead — How to advertise — How to 
make Salesmen produce — How to create 
a market—How to find prospects—How to 
make every sale pay—How to avoid losses 
—How to write letters that build business. 


AND THEN --- - 


Whatever else you need to know to make 
your business run smoothly MOTOR AGE 
will tell you if you only ask—All personal 
inquiries receive personal attention from 
our editors. Every subscriber is encour- 
aged to come to us with his problems, 
whether mechanical, legal, architectural or 
financial. Try us, and we will give you 
“Service you will like.” 





THE COUPON is here for your convenience. If you are already a subscriber, pass it 
on to some friend in the trade who is not. When he starts getting MOTOR AGE he'll 


appreciate the favor. 


MOTOR AGE 
Chestnut and 56th Streets 
Philadelphia, Pa. 


Gentlemen: Enclosed find $3.00 to pay for a year’s 
subscription to MOTOR AGE, including all special 
issues published during the life of my subscription. 


Firm Name 


NOTE: If you are already subscribing to MOTOR AGE, please hand 
i He'll become a fairer 


¢ this coupon to a dealer who is not. 


competitor from reading MOTOR AGE. 





IMPORTANT—MOTOR AGE is published exclusively for 
the trade. Subscriptions are accepted only from those 
actively engaged in our field—so please don’t forget to 
include your business card or letter head with this order. 


Please place an (X) beside your business or vocation: 


Motor Car Dealer .......... C) 
Truck Dealer ........:es00: Cj 
Tractor Dealer ............. CI 
eataitiaiadnadtle Garage Business ...........L] 
Repair Business ............ CI 
ste eeeeees Retailing Accessories .......C) 
Service Station ............. CJ 
re Jobber (Wholesale) ........0 
ee ee ONS 
eer CT 
ere CJ 
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about Vacuum Brakes ? 
| LS A RENAE A OAT OT Three years ago we received our first order for 
The new B-K Vacuum Safety f B-K Booster Brakes which are now standard 


equipment on most busses and many trucks of 
Servo Brake for four-wheel quip y 


brakes, exhibited to the trade | 
the first time at the New York : 
Show, and described in Auto- 











motive Industries of January E ck 
21st, was pronounced by the 2 ot 
trade the brake development | ee 
of the year. 3 : 
Get wise—write for circular. 4 edson 
Safety-Servo Brake - - (for 4-wheel brakes) 
Booster Brake -- - - - (for 2-wheel brakes) e which proves that vacuum braking is not only 
# successful, but necessary. 


i ae OB 7s: 
Bt delt s A q ro Sry : 


BRAGG-KLIESRATH CORPORATION, Queens Blvd. & Harold Avz., Long Island City, N. Y. 





| Sole Licensee Dickson Patent 1,076,198 


-_ SIRE > nr ac mae a eee i aT 
all 
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Model 610 
5-passenger Sedan 


$875, f£.0. b. Detroit 


E, direct your attention to the advertisement on 


the opposite page which appeared in the Chicago 
newspapers on Sunday, January twenty-ninth, 1928. 


“The owners of Paige cars are best served through 
dealers who have the three fundamental C’s—Character, 


Capability, Capital”. (A Message from the three Graham 
brothers—June, 1927.) 


Throughout the Chicago territory the name of the 
Bird-Sykes organization has long been held in high 
respect, and it is with especial pride that we congrat- 
ulate the men of this organization upon their twenty- 
fifth anniversary. 











GBRAHKAM-PAIGE 





February 23, 1928 


MOTOR AGE 


Our 
Twenty-fijth 


Anniversary 


HIS year completes a quarter of a 

century of Bird-Sykes service to 
the motoring public of Chicago and 
the middle west. 


Sixteen years of our business career have 
been devoted to the sale and service of 
Paige cars. 


Many of the dealers associated with us 
have worked with us throughout this 
entire period. 


We are particularly proud to enter 
upon this eventful year with our 
fortunes joined with those of the three 
Graham brothers. 


Familiar with the past accomplishments 
of the three Graham brothers in the 
automotive industry, we foresaw in 
their association with Paige a new 
achievement in the production of fine 
motor cars of substantial value. 


Confidence grewaswewatchedthe plans 
of the three Graham brothers develop 
and take definite form during our many 
visits to Detroit in the last six months. 


Today— our hopes are realized, even 
beyond our expectations. 


An entirely new line of motor cars 
embodying Graham ideas of quality and 
value is being introduced in Chicago 
this week. 


These are the cars the three Graham 
brothers returned to the industry 


to build. 


They are priced well within the reach 
of a majority of motor car purchasers. 


You are cordially invited to inspect the 
new line of Graham-Paige motor cars 
at Space 40, Coliseum; at the Salon in 
The Blackstone; or at 2215 South 
Michigan Avenue that we may renew 
old acquaintance or make a new one. 


Subscribing wholeheartedly to the 
belief of the three Graham brothers 
that “to sell well is to serve well”, we 
pledge the public a continuation of the 
same conscientious effort to serve that 
has guided our entire business career. 


Bind. Sf 


2215 South Michigan Avenue 
Chicago 


A wide variety of models and 
hody types—prices beginning 
at $860, f. o. b. Detroit. 
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The most satisfactory accessory to sell! - Say 


ator for but a short time, have found it to bey 
the most satisfactory accessory to sell. | 
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can now have 100% 
Watson Stabilation 


Type AA for short 
wheelbase Cars. 
28 list per set 


of 4. 
$29 in Far West. 


Excessive force of spring rebound is the thing that makes 
motoring uncomfortable—that throws you off the seat. And 
the greater the excess force, the greater the throw. 


In various ways other devices try to check or stop these 
throws. Watson Stabilators differ in that they never permit 
these throws to start. They use up the excess force of 
spring rebound BEFORE it can throw the car body into 
the air... and very simply. The instant the force starts 
to move the axle and frame apart, it must drag four Watson 
Stabilators as well as lift the car body. Dragging the 
Stabilators uses up the excess force—so that the remaining 
force in the springs is not sufficient to throw the car body— 


but only enough to raise it, nicely and gently to normal 
position. 


Watson Stabilators work on the 
age-old principle that it is better to 
PREVENT trouble than to try to 
stop it after it has gained headway. 








Type C7 for larger 
cars. 
$48 list per set 
of 4. 
$49 in Far West. 





Feo 
ruary 23, 1928 
MOT 
OR 
AGE 





eale rs 


Dodge D 
Jenkintow™ 








68 


MOTOR AGE 


February 23, 1928 





ak 

















Confidence and Respect 


Above and beyond all other considerations is the 
fact that the combined trade circulations of 4uto- 
mobile Trade Journal and Motor Age, approxi- 
mately 75,000 paid, reach and cover in excess of 
85% of the automotive dealer purchasing power 
in the United States.* 


These two well-edited publications are 
not only subscribed for and paid for, 
but command the confidence and respect 
of the consequential components of our 
vast net work of automotive dealers from 
the Atlantic to the Pacific, and from 
Canada to Mexico. 


Therefore if you want new re- 
tail outlets, and if you wish to 
keep present retailers favorably 
impressed concerning the profits 
advantage of your product, an 
adequate use of Automobile 
Trade Journal and Motor Age 
will prove most effective—and 
pleasingly low in cost. 
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Did BUDD-MICHELIN 
DUAL WHEELS 
help sell it 








Fd International tanker on Budd 

Duals— one of a fleet operated 

E- ] by the Harrisburg Oil & Supply 
Co., Harrisburg, Pa. 
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Here’s the answer... 


“We are so favorably impressed with 
the service Budd Duals give us on our 
trucks that they will be specified on all 


future purchases.’’ tex 
aun 


Harrisburg Oil & Supply Co. 


HEN you’re talking your make of dred thousand jobs sold on Budd Duals have 
truck on Budd Duals you can offer proved it! Your manufacturer will deliver 
the buyer... any job on Budd Duals. Talk it over with him. 
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More profitable speed B U D D D U A L S 


Protection for fragile loads 








Better traction can’t 


Lower repair and maintenance cost VF shimmy <= 
* 


Ft. 
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25% to 50% less tire cost 

Longer truck life : can’t h and 
they stop 

Greater resale value wobble sidesw ay 





And isn’t it reasonable to expect that these 
selling features will add to all the other sell- B U D D Wheel Comp any 
ing features of your truck? It is!—a hun- Detroit 
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Smooth as the flight of a gliding bird is 
your description of a ride in a Bosch Shock 

Absorber equipped car. The new Bosch 

Type “Y” shock Absorber gives light cars a 

new STANDARD OF RIDING LUXURY 

and SAFETY. Its phantom-like action, 
simplicity of installation, freedom from | 
adjustment, wear-proof, water-proof and . 
dust-proof features make it the outstanding 

big selling shock absorber on the market. 


The Bosch Type “Y” is sold in complete 
sets packed with all fitters for Chevrolet, 
Dodge, Essex, Pontiac, Star and Whippet. 


This new Bosch achievement in a shock 
absorber is backed by a 90 days free trial 
guarantee eliminating any chance of a dis- 
satisfied customer. The low price is also of 
interest to every dealer. Set of four, carton 
packed, complete with all fitters, retails at $22 


AMERICAN BOSCH MAGNETO CORP. ; 
SPRINGFIELD 
New York Chicago 


MASS. 


Branches: San Francisco 


Detroit 








BOSCH ELECTRIC 
WINDSHIELD WIPER 
Double vision, two- 


arm, electric wind- 
shield wiper, uneffect- 


BOSCH IGNITION 


forFORDS 
MODEL “T” 
Automatic, depend- 
able Bosch ignition 


BOSCH 
S PAR K adds new perform- 
PLUGS 





ance to Model **T’”’ 
Fords, improves 





ed by engine speed. 


Gives fair-weather vision 
when it storms—all can see all. 


BOSCH MAGNETO and 
GOVERNOR for FORDSONS 


Automatic 
control for 
Fordsons. 
Saves in oper- 
ation and im- 
proves the 
performance. 





Gas-tight, hear- 
resisting Bosch 
Spark Plugs give 
big, ribbon-like 
sparks for cold- 
weather starting. 





power and gives 
greater mileage. 


BOSCH TRAFFIC- 
TUNED HORNS 
ELECTRIC 


Four sizes and 

types of in- 
stantaneous —, 
warning sig- — 
nals with dis- 

tinctive tones te 
and efficient 
warning. 





February 23, 1922 





A purring, even firing, steady pulling motor 
is the ambition of every car owner. The in- 
stallation of the Bosch Ignition Coil satis- 
fies this demand in the majority of cases. 


The Bosch Universal Coil is designed and 
precision built to give a fat spark for a 
quick start to promote even firing for 
a full power, purring motor, to save drain 
on the battery and improve performance at 
ALL speeds. It also prevents fouled spark 
plugs, rapid carbonization and saves fuel. 


Vibration-proof, heat, moisture and 
dust-proof, it is long lived in service. 


The RED Bosch Universal Coil comes with 
a one piece universal bracket to fit all cars. 


Price $5.50 to $6.00—Stock and sell them. 


AMERICAN BOSCH MAGNETO CORP. 
SPRINGFIELD MASS. 


Branches: New York Chicago Detroit San Francisco 


SSSR NS: 


Makers of Bosch Radio Receivers AC and DC Models, Cone-type ennatinan, Power Units —" Dhanngeagite Pick-up Devi ice, 
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New Fast-Selling License Fastener 





= PROTEX-a-CAR & 


pee =s Triple Service — Rust Proof 45 PER 
"LICENSE FASTENERS “#J"" 











The prism jewel reflectors flash a warn- 
ing to approaching cars—red for rear 
plates, green for front. Six pairs of 
each color mounted on attractive display 
stand. Your jobber has them. Order 
now; they’re 45c a pair. Liberal discount. 


Protex-A-Motor Mfg. Co., Pittston, Pa- 


PROTEX/ “CAR 























Not Standard Equipment! 


How many new cars deliver equipped 
with a trunk? The answer is “very few.” 
Then why not display a MoToTrunk on 
your salesroom floor. It looks good; it is 
sturdily constructed; it provides additional 
carrying space. That’s enough to sell the 
prospect. You earn the extra profit. 


MoToTrunk is built entirely of steel; fin- 
ished in lacquer to match body colors or in 
lustrous black enamel. The MoToTrunk 
line includes racks and fittings for every 
car. Write for specifications, dealer dis- 
counts and complete information. 


THE MOTOR TRUNK CO. 


465 YORK ST. DETROIT 















a ” * 
Don’t throw wiping cloths away! 
Clean them with Oakite and you can use them 
over and over again——and save most of what 
you now spend for new cloths. Our booklet 


“Oakite in Garages’’ tells all about this practical, 
money-saving idea. Write for a copy. 


Oakite is manufactured only by 
OAKITE PRODUCTS, INC. 
18E Thames Street New York, N. Y. 


OAKITE 


Industrial Cleaning Materials ana Methods 























There are Proftt Making Ideas" 
in Every Issue of 


Motor AGE 


Many subscribers of MOTOR AGE, As a means of business-building this is 


who realize the value of its contents a profitable habit to encourage, both 


ch week - for the benefit of the organization and 
a its individual members. It is always 


through their places of business to all _ best to read MOTOR AGE every 


departments. week, 


MoTOR AGE 


CHESTNUT and 56th STS. PHILADELPHIA, PA. 
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VITALIC 


Fan Belts, Radiator Hose, Air Hose, Universal Joint 
Discs 


“Tougher than Elephant H ide” 
Sold through the Jobber Only. 


Continental Rubber Works Erie, Pa. 














**Bellevue’’ 

Side-Plate 
Trunk 

Carriers 


Most efficient 
for all Cars 


The ~er-mnnae Mig. Co. 





Bellevue, Ohio 

















Tapered 
ROLLER BEARINGS 





Rewinds 


New flow prices: Rewinding or exchanging any 
two unit type of automobile ee or 
starter armature, $2.50. 
armature $1.50. Spectal prices = Ford 
armatures in quantities 


H. M. FREDERICKS co., Loek Haven, Pa. 











TTGUL Valve Face 
eS Grinding Machine 
ite 


—with the NEW Sioux Roller emas yste mas accurac 
speed. Investigate before you buy . » 4 ae 7 


Your Jobber Sells It 


ALBERTSON & CO. 
SIOUX CITY, IA. 
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The 
SUPERIOR REBOUND CONTROL 


adds riding comfort to the car and greatly 
prolongs its life. 


See our Full Page Advertisement in the 
February 16th Issue. 


SUPERIOR REBOUND CONTROL, Inc. 
2905 60th Street Kenosha, Wis. 























|\cegt FREDERICKS | 








Pump More Air Per 
Horsepower 


KELLOGG MFG. CO. 
200 Humboldt Street Rochester, N. Y. 











Stops Pump-shaft Leaks and 
Saves the Winter Solution 


CONNEAUT PLASTIC METALLIC PACK- 
ING will keep the water-pump tight no matter 
what winter solution is used. 


All sises in one can. Stocked with your Jobber 
DEC stipe mumeueil $1.75 per tb. 
DE coccesesseoseeed $1.60 per Ib. 
THE CONNEAUT PACKING CO. 

Conneaut, Ohio 
































Shop 
Equipment 


for Battery and 
Electrical Service 
4358 Roosevelt Road Chicago, Illinois 











FOLLETT’S v3i% TIME STAMP 


accounts for every labor minute 


Prints the year, month, day, hour, 
minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like 
this, for example: 


NOV 19 820 4 98 PV 


Tells when a job is started—and when it is 
finished. There can be no dispute over the 
time charge. 


Absolutely automatic — except for winding. 
Every machine guaranteed. 





scriptive data. 


Follett Time Recording Co., 217 High Street, Newark, N.J. 


“Established Since 1904” 





























TANADIATOR 


against repeated boilings and sa Built to last the full 
life of the car. Complete radiators for rds, Chevrolets, Dodges and 
— Cores for all cars and TRUCKS. oT not at your jobber’ 8, write 


J. C. Black Mfg. Co., Inc., Oil City, Pa. 
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Do you know about 


HOUDAILLE 
Hydraulic Double Acting 


SHOCK ABSORBERS 


Write 
Houde Engineering Corp. 


539 E. Delavan Ave. Buffalo, N. Y. 























WAP a postage stamp for 
thousands of dollars worth of 
real facts on Car Washing. Send 


*o \ for your free copy of the hand 
t- \ book. 


MANLEY MFG. CO. 
York, Pa., U. S. A. 
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NEXT WEEK 


—is the time to read next week’s issue of MOTOR 
AGE, as you are reading this week’s issue this week 
Motor AGE 


Chestnut and 56th Sts. Phila., Pa. 
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Lyon Metallic Mfg. Co. 
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Manley Mfg. Co. 
Motor Trunk Co 
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The Advertisers’ Index is published as a convenience, and not as a part 


Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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Nash Motors Co. ...... 6 
New Departure Mfg. 


O 
Oakite Products, Inc... 71 


P 


Packard Electric Co., 
Back Cover 
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2 silding 1g Good Will/ 


More than just overalls, Protexalls are real sideline 
ments for your business. They build good will. 
Customers are attracted to your shop by clean, bright 
service men dressed in spic and span Protexalls. 
With your name or trade mark on the back of each 
suit, you are bound to make a strong impression. 

Do Protexalls wear well? They’re as tough as any- 
thing you ever saw. The exceptionally sturdy material 
combined with the special triple-stitching makes a suit 
that men and laundries simply can’t wear out. 


Ask your jobber’s salesman. 


THE PROTEXALL COMPANY 
100 N. Main St., Abingdon, III. 
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NY speedometer part can be shipped from stock 


24 hours after your order is received. That’s 
SERVICE. 





7 
“9 


NLY parts whose accuracy and long wear can be 
guaranteed are sold. That’s QUALITY. 


\ 
°° 


OMPLETE stocks of swivel joints, flexible shafts, 
and fibre gears are maintained for these 8 nation- 
ally known makes: Stewart, AC, Johns-Manville, 
Corbin- Brown, Warner, Van Sicklin, Jones, 


Standard. That’s DEPENDABILITY. 


/ 
°° 


Write for price lists and trade discounts. 


Swivel Joint & Shaft Co. 


Plymouth 


K 





Indiana 
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BANG 


When two cars bump at the crossing, with smashing glass, bent 
fenders, etc., the crowd that immediately collects represents 
no particular group of people. It includes bankers, brokers, 
grocer boys, bootleggers, candle stick makers, et al. 


But with your dealer message appearing in the trade’s prin- 
cipal newspaper (edited for 25,000 trade units, comprising 
the industry’s real merchandising effectives), the circulation is 
really effective—with waste comparable to that fractional per- 
centage of impurity that the makers of Ivory soap claim for 
their product. 


Have you noted the recent changes in Motor AcE, which are 
giving it an odds-on advantage in the automotive news fieldP 
Moror AGE is getting a lot of favorable reaction from its sub- 
scribers—reaction that spells increasing value to those manu- 
facturers who use its advertising pages. 


Motor AGE circulation is paid. Ex«cept for AUTOMO- 
BILE TRADE JOURNAL, which has a fractional advantage, 
the percentage of voluntary subscription renewal is 
the highest of any automotive publication. A charter 
member of the A.B.C. Amn advertising vehicle that 
will carry your dealer message the whole distance. 


If you are interested in a market analysis to determine, in a 
practical manner, just how your product can best be mer- 
chandised via automotive trade channels, we will be glad to 
place our unusual research facilities at your service. 


— [\OTOR AGE 


A Chilton Class Journal Publication — 


CHESTNUT and 56th STREETS, PHILADELPHIA 
























































MEETING 
MODERN CONDITIONS 


New—improved Grafild Brake Lining 





meets modern traffic conditions best. 


Grafild Is Different 
It Holds Wet or Dry 


RELINE BRAKES OFTEN 


RAFILD 


‘Holds Wet or Dry” 


Send in this coupon for complete information 
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WORLD BESTOS CORPORATION 52 COURTLAND ST., PATERSON, N. J. 
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Makes ’em Easy to Sell 


ow a good many months, now, we have 
been telling you the results of tests of 
Packard Lac-Kard Cable. We proved that 
eight out of ten cars that have gone over 
10,000 miles have leaky high tension wires. 
Now we are telling the entire country 
that new Packard Cable will give them 
more power, with less gas, and a smoother 
running motor. The owner will be able 
actually to feel the difference. 


Packard Lac-Kard Cable is the last word in 
protecting the rubber insulation on the 





cable from oil, heat, moisture, and corona. 


Packard Ignition Cable Sets come com- 
plete in attractive shelf packages and 
can be installed by anyone in ten to 
twenty minutes. 


Eight sets will take care of all cars on the 
road and the profit to you is big. An original 
investment of around $2000 will stock a 
department that can be made to pay you a 
profit of over $1000.00 per year. 


Ask your jobbers’ salesman, or fill out the coupon. 
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FOUNDED “ONS vA_—sIN 1890 - 


@ 





Packard Cable has been the standard of the automotive industry F 
for over a quarter century. Our standard spool merchandiser carries 
a complete assortment of cable for every automotive requirement. 
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